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Shoes and Credit to Anyone 


The Hunger for Shoe Outlets 


2 NE of the saddest things in 
: Or business is to see a small 
: dealer struggling along under 

a burden of debt, overloaded with a 
» stock of unsalable shoes, hounded by 
» an unsympathetic credit man, facing 
‘large increases in rent, taxes and 
}overhead. He is not a good business 


| the shoe business. But he is in, and 
he is a factor to be reckoned with. 
| There are many of this type. Too 


> trade. The next year or two will see 
many of them failing and losing 
f their pitiful little capital. That will 
work out to the advantage of the 
larger and better stores, but it 
> means ruin to a considerable num- 
> ber of struggling tyros in the shoe 
business. 
| How do these small fellows get 
into the business? you ask. What 
right have they to a stock of shoes 
) and a line of credit? To those ques- 
tions the answer is: GREED and 
CUPIDITY. Some big manufac- 
sturer or jobber wants more outlets, 
more pairage, more money. 

Here is the way they operate: A 
salesman knows a small clerk who 
expresses a desire to get into the 
“shoe game.” After several confer- 
ences and exchanges of letters back 
and forth between the salesman and 
his house, the small fellow is set up 
in business in a small store, some- 


on Incompetence 
BY RICHARD L. PRATHER 


where in the suburbs or on a side 
street. Just so it is a store -room 
with some shelves—the locality and 
its fitness never enters into the mat- 
ter. There may be entirely too many 
shoe stocks in that part of the city, 
but that does not affect the big boy. 
He wants more outlets. So the poor 
little chap is started into the “game” 
with as much chance for success as 
a mouse has with an old time cat? 


IGHT in the beginning he is tied 

to that big concern, body and 
soul. He enters into an agreement 
that he will be loyal to that big out- 
fit. Loyalty is a game for two to play 
at. Is the big house loyal to its sma!] 
customer? Let’s see just how much 
so. Within a few months the repre- 
sentative of the big operator finds 
another small fellow who wants to 
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Is There a Responsibility of 
Business to the Public? 


“The State does not allow 
men to practice law or medi- 
cine without a license, but it 
allows any man who can se- 
cure the proper amount of 
capital or credit to enter upon 
a business venture which may 
involve the future welfare of 
thousands.” 











Feeds 


embark on the sea of tribulation. He 
is set up in business in the same 
manner right up against the first 
one. The two stores may be within 
a few squares of each other or they 
may be almost touching. There 
may be half a dozen other stores in 
the neighborhood handling the same 
style of shoes. 

Is that loyalty? 
the dealer? 

And what does the big chap do to 
help the small one sell the shoes? 
Is there any national advertising or 
other publicity to create a desire to 
purchase those shoes among the 
public? Well, hardly. A few cheap 
signs and window cards, some elec- 
trotype cuts, some cheap booklets 
and other printed matter. And right 
there the cooperation, so-called, ends. 


Is it protecting 


HAT else does the big one do 

to help the little one? Does he 

offer friendly advice and counsel in 
merchandising? Does he _ suggest 
stock-keeping methods or _ other 
things that would make the small 
chap a better merchant? Scarcely. 
Just how friendly are the relations 
and how much may the small dealer 
rely upon the big house for real 
human sympathy and kindliness? 
About as much as a lion shows for a 
goat lashed to a stake. When the 
bills come due they must be paid. 
If a discount date is passed or ar 
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overdue bill is neglected there is a 
fine row. The credit man rages at 
the poor little man. He is threat- 
ened with all sorts of dire things. 
He is kept in a state of humility and 
fear. He is not permitted to think 
that his soul is his own. Poor little 
dealer! He is more to be pitied 
than razzed. 

In almost every city and town this 
condition is common. There are 
thousands of these small stores lit- 
erally enslaved. Thousands of them 
with no hope beyond next month’s 
payment of bills. Failure staring 
them in the face. Ruin stalking 
their path. And what of the big 
concerns that have caused this un- 


healthy condition? Are they making 
any provision against the calamity 
that is certain to follow the failure 
of many of the small fellows? By 
their actions one would think they 
had no business acumen. They con- 
tinue to extend their activities. 
They launch more new ventures 
every day. They extend credit to 
the riskiest of risks. 
Where will it all end? 


F the RECORDER could talk to 
every young man, and old one too, 
who contemplates entering the shoe 
business, we would give this one 
sound bit of advice: Study things 
out and go slowly. Do not step into 
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competition. Buy lines that will he 
exclusive to your store in your 
neighborhood. Do not stock shoes 
that may. be purchased in half a 
dozen other stores within a stone’s 
throw from your door. Consider the 
record of the big operator before 
hooking up with him. Look around 
and consult with a lot of other 
stores before you make the leap, 
Find out what you can about every 
phase of the situation. And then, 
if you feel that you just have to get 
into the “shoe game,” buy for cash 
and do not tie a rope of credit around 
your neck. Keep yourself free and 
independent and you will have a bet- 
ter chance in an overcrowded field. 


Business Ignorance Is Criminal 


O run an automobile requires 
| a license, which implies that 
the one who holds the license 
has had a certain amount of educa- 
tion and experience. To run an en- 
gine and boiler plant of over a 
certain horsepower requires a li- 
cense. To practice medicine, even 
the curing of animals, requires an 
examination and a license. To act 
as a public accountant, a clerk in a 
drug store, and many similar lines 
of work up to the practice of law, 
all require examination and admis- 
sion by license or otherwise to each 
field of social service. 


By Alvan T. Simonds 


of the kind needed for the discharge 
of the duties of the physician. In 
the lower and less responsible lines 
of activity the knowledge and skil! 
is practically all that is demanded, 
but as we ascend toward the higher 
activities society has demanded a 
larger amount of study to broaden 
and discipline the mind in connection 
with the special study required to 
secure the necessary knowledge and 
skill. Is there any particular sub- 
ject of study that society should re- 
quire from those who enter busi- 
ness? If there is such a study, wil! 


it simply give the knowledge and 
skill similar to that the public ac. 
countant requires, or will it serve 
also to broaden and discipline the 
mind? 

The State does not allow men to 
practice law or medicine without a 
license, but it allows any man who 
can secure the proper amount of 
capital or credit to enter upon a 
business venture involving not only 
himself and his future, but also the 
future welfare of thousands of 
others. When a company employ- 
ing 30,000 men and women fails be- 
cause of poor management due 
to an ignorance of fundamen- 





When a man establishes a 
business and begins making or 
selling goods he is creating a 
large financial responsibility, 
as well as controlling to a cer- 
tain degree the welfare and 
happiness of all whom he em- 
ploys, and no minimum of edu- 
cation, or passing of examina- 
tion, or securing a license is 
required. Is the responsibility 
of such a man to society any 
less than the responsibility of 
the public accountant? 

Society protects itself 
against disaster, losses in 
health or resources, by requir- 
ing that those who serve it in 
responsible positions shall be 
educated so as to discharge 
their duties without loss to the 
welfare and happiness of the 
society that employs — them. 
By general agreement, educa- 
tion for this purpose has come 
to include study that will 
broaden the mind, also that 





e 
Merchandising Fundamentals 
By Ernest A. Burrill 
Retail Contact Man, Geo. E. Keith Co. 


Sales ‘60.000 
ses, 41,000 


‘64000 
41,500 
19.000 316: 22500 asx 


me [8,000 30, 
mit 1,000 16 


18,000 28 
4500 7 


The movement of $500 more merchandise 
at cost, with a gross profit on the entire 
volume of 35 per cent instead of 31.6 per 
cent, even with the same expense account, 
will result in $4,000 more total sales and a 
net profit of $4,500 instead of $1,000. 
Gross profit must be calculated day by 
day, not merely estimated. 
reckoned by departments. 

Notice that an $18,000 expense account 
which is 30 per cent on $60,000 volume, be- 
comes 28 per cent on $64,000. 


(The first of a series of ten merchandising ser- 
mons in tabloid form.—Ed. Note.) 


It must 


4 


tal economic laws, something 
has happened that society 
should not allow. 

No one would dream for a 
minute of embarking upon a 
ship the captain of which knew 
nothing about navigation; and 
no country would allow a giant 
ocean liner carrying thousands 
of passengers to sail the seas 
unless the captain, the man 
who directs its course, was 
thoroughly educated and had 
all the knowledge that would 
help him make a safe passage. 


F we are going to protect 
society from the misfortune 
and misery that follows incom- 
petence and ignorance involv- 


be ing the affairs of others, then 


no man should be allowed to 
engage in business—at least, 
in business involving a capital 
larger than a certain fixed 
amount—without passing at 
examination. 








will give skill and knowledge 
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Dividends From Store Contests 


The Dillingham Shoe Co. of Austin, .Texas, Got Free 
Publicity Every Day for a Week 


that there is nothing 
new under the sun. 
This may or may not be 
true, but at least there are 
new ways of treating the 
old, and this is exactly 
what was done some time 
ago in a Cinderella Shoe 
Contest featured by the 
Dillingham Shoe Com- 
pany of 610 Congress 
Avenue, Austin, Texas. 
B. L. Dillingham, Jr. 
states that in general he 
is opposed to contests. 
The members of his firm 
have spent years in build- 
ing up their present busi- 
ness and business reputa- 
tion, naturally anything 
that might have a wrong 
bearing on this record 
would be avoided by Dil- 
lingham. But, regardless 
of his previous policy, he 
worked out a plan of pre- 
senting a Cinderella Con- 
test that went over big 
with the public. 
In addition to the co- 
operation with the local 


1 has often been said 


coachmen and all. 


During the Cinderella Contest, the island display case of 
the Dillingham Shoe Co. kept the contest fresh in every- 
one’s mind. Here were seen a miniature Cinderella, coach, 
The display card told the story. 


perfect foot. 
From the one hundred 
and fifty records that 
were in the contest, the 
three judges selected the 
twelve records which 
came the nearest to filling 
the desired requirements. 
These records contained - 
the full measurements of 
the foot, while in addi- 
tion, they contained the 
person’s name, address, 
and telephone number. 

The three judges were 
well known business men 
of the city, totally disin- 
terested. Two days after 
the selection of the twelve 
records that were to enter 
the final contest, the girls 
were notified and _ the 
eliminations were then 
made at the theater be- 
fore one of the largest 
crowds that ever packed 
the theater before. 

The judges were placed 
on the stage in full view 
of the audience. The 
twelve girls were seated 
in as many chairs. At 


sidered a 


newspaper, the manager of the larg- 
est theater of the city was drawn 
into the plan. Front page announce- 
ments informed the public of this 
event. Every woman and girl of the 
city was invited to enter. The win- 
ner of the first prize was to receive 
her choice of any pair of shoes in 
the house. To qualify for this par- 
ticular prize the winner was to have 
the smallest foot that was nearest to 


prize was ten dollars in cash, while 
the third prize was a three-month 
pass to the theater. 

As the contest opened on Monday 
morning and continued throughout 
the week until noon on Saturday, 
much publicity was gained through 
the newspapers. Each day some 
mention was made of the contest on 
the front page. 

From experts, Mr. Dillingham 
secured a chart of what could be con- 


the foot of each chair was a number 
that represented the girl. After the 
curtain was raised just enough for 
the judges to make their final analy- 
sis, these judges selected the win- 
ners without seeing or knowing ie 
individual girls. 

No other one thing has ever 
brought this firm more desirable 
publicity than this event. In an in- 
direct way also, the event set people 
thinking in terms of shoes. 


being a perfect foot. The second 


Related Articles of Footwear 


For better selling every article of footwear ought to 
have its mate or mates. Study the relation between the 
different articles. The relation of boudoir mules to 
evening slippers; rubbers to walking shoes; foot ease 
powders to nature-last shoes; the list is a long one. 
One thing should suggest another and all ought to be 
suggested to customer by salesman. This makes selling 
easier. 

Good-will Windows 


Make it a rule to give a-certain amount of window 


Selling Ideas Worth Trying 


space to every public event in which large numbers of 


people are especially interested. This needn’t crowd 
out the shoes, and it will bring a lot of friendly atten- 
tion to the store. 


“Made at Home” Window Display 


A collection of all the articles made in one’s town for 
display in the windows will get a lot of attention. A 
store needs to create for itself the impression that it is 
a live-wire place in order to develop the townsfolk’s 
interest in it. 

[CONTINUED ON PAGE 43] 
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How I Get My Display Ideas 


Merchandise, Color and Timeliness All Important 


By H. H. Yaffe 


Display Manager of Wm. Hahn & Co., Washington and Baltimore 


HE question is often asked of 

| display men, “Where do you 

get your ideas?” Many seem 

to think there is some mystery about 

their creation. To the shoe mer- 

chant who imagines that it is diffi- 

cult to fashion original sales—mak- 

ing displays, these suggestions are 
addressed. 

An idea is a mental picture usually 
sketched about a familiar subject. 
Every well developed idea originated 
through thought upon an object or 
process with which the thinker is 
well acquainted. Therefore, ideas 
for window displays _ originate 
through concentration upon the mer- 
chandise, coupled with the considera- 
tion of means that will provide suit- 
able surroundings. The reason for 
these surroundings is to add attrac- 
tiveness and interest to the setting. 

The purpose of shoe display ad- 
vertising is to exhibit the shoes in 
such a way that the best qualities 
and characteristics will be tempt- 
ingly brought out, thereby creat- 
ing in those that see, the desire 
to own. This naturally paves the 
way for increased sales. Con- 
templation of this goal is bound 
to result in useful window ideas. 
Of course, each window must be 
seasonable and backed up with the 
proper newspaper publicity. 


O give shoes proper display 

and to do fuvil justice to the 
merchandise it ‘s quite necessary 
to add a little color to the trim, of 
either flowers or cloth. The few 
colors used’ must harmonize. Not 
more than two contrasting colors 
should be used at a time. When 
more than two colors are used the 
window will be bright in color but, 
so much color will detract from 
the shoes, therefore doing the mer- 
chandise an injustice. Extreme 
clashing of colors may cause 
a passer-by to give the window a 
glance, but will not be an incentive 


or a bunch of flowers. Hosiery, confine one’s-self to the use of light, 
if deftly treated, may be used to warm tones in the treatment of back. 
good advantage, both in adding a ground, using light vivid colors only 
gay note to the display and in creat- to emphasize and accent the windows, 


ing its own suggestive appeal. For 


It is well to bear in mind, when 


instance, putting a pair of men’s trimming a men’s window, that the 
hose, fan-shaped, in the right shoe article to be sold is invariably black 
and a price ticket in the left shoe, and various shades of tan, so it 


will result not only in a snappy ap- 


usually has very little contrasting 


pearance, but will create strong sales color. It is quite necessary to 
appeal. brighten up such a window with 
color, but it must be used with con- 
O help me solve the color prob- siderable judgment. Cold colors, 
lem, I keep a chart of sixteen such as cold blues and greens, are 
colors always on my desk. There are bad to fool with. The softer, warmer 
little squares of various colors pasted shades adapt themselves to many 
on a card. When a question comes as_ treatments, consequently they can 
to what color or colors to use, quick be used safely as backgrounds, doors, 
reference to this card aids in arriv- panels, etc. 


ing at the answer. 


May and June are very good 


A safe and effective method of months for specialty windows. Such 
using color in a shoe window is to themes as graduations, weddings and 


\ 


f 
; juno . 
15 























for them to stop and examine the 
goods displayed, for their desire 
to buy has not been aroused. 
There are many ways of adding 
a touch of color to a .window. 
Sometimes it is an effective drape 


Drawing A 


This was reproduced from the original sketch 

made by Mr. Yaffe to guide him in judging 

the effectiveness of the Chinese trim and also 

in installing the trim itself, once it had been 
decided on. 


vacations may be developed. Take 
a graduation window. All school 
colors must be worked out per- 
fectly, as it is easy to slight a 
school. The window can be made 
to represent the interior of a col- 
lege man’s or girl’s room with 
these props—a console mirror 
hanging on the wall with a con- 
sole table underneath it; pennants 
placed all around the background; 
a trunk in the corner of the room 
with the shoe compartment open, 
showing what kind of shoes should 
be on hand for graduation; a chair 
placed on a small rug in the cen- 
ter; on the console table a diploma 
tied with school colors. For a 
man’s room, the traditional col- 
lege atmosphere can be readily 
created very effectively with little 
cost. 


ECENTLY my company de- 

cided to put over a brand new 
pattern which they named the 
“Chinese Sandal.” In order to 
give this novelty the proper sales 
impetus, it was essential that a 
striking Chinese window should 
be installed. 

Now my first problem was to 
get enough Chinese pieces to sup- 
ply our nine stores in Washington 
and Baltimore, without spending 
a fortune. Finally a dealer in 
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Chinese novelties was located, with 
whom an arrangement was made 
that all the necessary settings could 
be borrowed for a rental charge of 5 
per cent of the selling price. 

Let me describe how the subject 
was treated in the F Street store in 
Washington. In the niche of the 
window was a silk drape, with a 
lighted Chinese lantern hanging 
down from the top corner (See 
drawing A). 

The center piece was a yellow and 
black Chinese valance with side 
drapes, having large gold raised 
Chinese letters. The side drapes 
rested on a table, with a sweeping 
Mandarin coat draped from the table. 
A Buddha in the center of the table, 
gave this setting a regular Temple 
effect. (See drawing B). 


AMBOO poles were used in hole- 
ing a Chinese lantern, on which 

was the wording describing the 
shoes and price. (See drawing C). 
This window carried plenty of 
merchandise and was very colorful. 
It had the proper atmosphere, as 
even the price tickets were of 
Chinese nature. Of course, a win- 
dow of this type does not call for 
Chinese sandals exclusively. Only 
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Drawing B 
Showing the com- 
position of the 
center of the win- 
dow as planned by 
the author. The 
little statue of 
Buddha with side 
drapes of silk in 
yellow and black 
gave the desired 
Oriental ef fect. 
Lettering on the 
valance was in 
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in the center were these specials 
shown, while the balance of the trim 
carried displays of other merchan- 
dise in group form, together with a 
good display of hosiery. 

Windows, to give proper returns, 
must be carefully studied for their 
strong and weak points. It pays to 
stand on the curbstone and see if 
the eye travels from front or center 
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Drawing C 
A Chinese lantern 
was used, instead 
of a show card, to 
name the merchan- 
dise and its price. 
To carry out the 


effcct, the stand 
from which the 
lantern hung was 


of 


constructed 
bamboo poles. 


of the display to the door of the 
store. Merely to put in a window 
that stops the crowd and does not 
arouse a desire to enter the store, is 
time and labor wasted. 

Too many signs in a window do 
more harm than good, as they are 
very confusing. By using only one 
sign in the center and small 3 by 5 
cards, on which are written pertinent 
stories, and placed near each group 
of shoes, a balanced window is bound 
to result. In showing a group of 
shoes of the same design, but in dif- 
ferent materials, it helps sales, to 
tell the purpose of these shoes, from 
the customer’s viewpoint, on the 
customer’s viewpoint, on the little 3 
by 5 cards. 


O many merchants pay attention 

to windows but overlook the store 
interior. Inside showcases should be 
given as much attention as windows. 
Instead of just placing a drape and 
a few pairs of shoes, carry out a reg- 
ular setting, using plenty of flowers. 
A cleverly trimmed showcase goes 
a long way in creating the proper 
atmosphere in a store. 








Spring Buds 


With some ingenuity one can make up “flowers” of 
the shoes for window display. The shoe itself as the 
center of the flower and hosiery for the petals. 
the services of a newspaper artist are to be had, this 
idea may be worked up in illustration for use in the 


newspaper advertising. 


The Automatic Shoe Shiner 


To bring folks’ attention to their shoes put an auto- 
There are several 


on the market operated by electricity. All the passers- 


matic shoe shiner outside the door. 


Selling Ideas Worth Trying } 


[CONTINUED FROM PAGE 41] 


by need do is press a button to get their shoes shined. 


Where 


machine. 


Write to a company making these machines and get 


the loan of one for a while. 
railroad stations, and very likely there are many towns 


in which merchants will find it easy to get such a 


They are usually put into 


Publicity 


Arrows for directions are in great vogue for auto- 


mobilists. 


They get plenty of attention. 


Have a lot 


of arrow signs printed with the wording: “Spring’s 
Here—Blank’s Shoe Store.” 
trees, posts, etc. 


Put them up on walls. 


Placard the town with them. 
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Getting More Shoes Sold Right 


Scatteration 


T every conference and meeting there are al- 
ways rebels who say, “If the trade is going 
that way, well, I’m going to go the other way.” 
These men think in their shrewdness that they can 
outsmart the collective intelligence of hundreds 
and thousands of capable men in business. The 
man who is always calling for something different 
is doing his little bit in developing “opportunism.” 
The mind and a stock that is full of odds and 
ends get no where. There is too much scatteration, 
if we might coin a word, in the shoe industry. 
There is a place for novelty and freshness in every 
store’s stock, but what a nightmare the shoe stock 
can be that is all full of fancies and frills. 

The safety and substance of an industry lies 
in its broad service to mankind. But thrills are 
necessary, and without them the game would lack 
color and interest. To look at a sample line with 
380 shoes in it is to become confused, and one man- 
ufacturer this season boiled his entire line down 
to 36 numbers, to the great benefit of the mer- 
chant as well as the factory. 

A deluge of leather clippings sent broadcast the 
country over may stimulate a merchant to create 
color combination and designs for himself, but it is 
a form of scatteration that adds still greater con- 
fusion to the trade. A selection of a small group 
of colors and a concentration on them, is far better 
than cutting Joseph’s coat up into a thousand 
pieces. 

Due to too great scatteration merchants are 
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mystified, all at sea. They cannot place orders far 
enough in advance on these fancies to get shoes in 
reasonable time. Guess work, gamble, leap in the 
dark stuff, is on the way out. Collective thinking 
is beginning to bring back a sanity in shoe ordering 
that will be very helpful to the business of every 
store. 

When the customer sees in the window a few 
good numbers that are backed up by actual sizes 
inside the store, then that customer’s mind is not 
confused. When the clerk goes right to the shelf 
and finds what he wants when he wants, then his 
mind is not confused, and the sale is easier made. 
When the merchant looks at his stock record and 
the sales on each line, he knows that the better 
policy is to have his stock under control. Let us 
have less scatteration and more concentration in 
shoes. 


Men’s Shoes Are Moving 


HEN a speaker at the Styles Conference deti- 

nitely said, ““The men’s shoe business is no 
longer on the defensive—it is moving forward,” 
he gave a clarion cry to the men’s shoe business to 
step out with the sunlight. 

The month of April was conspicuous in the num- 
ber of pairs of shoes sold to men, over the corre- 
sponding figures of a year ago. This is going to be 
the men’s shoe year—make no mistake about it. 
The wave toward black shoes has been checked by 
the early demands for tans. Both have a place and 
both will win sales in the movement of men toward 
better dress. 

These few crisp words from Frank Wein, who 
buys the men’s shoes for The Hub in Baltimore, are 
significant: ‘Would you leave money in the bank 
and not draw interest on it? Then why leave 
shoes on the shelves indefinitely? They are not 
drawing any interest and the only thing they are 
collecting is dust. 

“I don’t believe in holding shoes, for real suc- 
cess is made by constant turnover. Get them in, 
sell them, buy more is my motto, even if you have 
to pay more for the next lot. It is not the size of 
an ad; it is what you say in it, and how it is backed 
up by merchandise, that counts.” 

Mr. Wein is credited with doing more men’s 
shoe business per square foot than any other store 
in the country, and carries shoes from the bargain 
basement department grades up to Banister’s. 

Who else considers men’s shoes first in his af- 
fections and will lend testimony to the growing 
conviction that men’s shoes are enjoying greater 
consumer acceptance. We know that here and 
there throughout the country there are men’s shoe 
merchants who are putting their message across 
and are moving shoes from the shelves to custom- 
ers’ feet. 
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“Hntertainment” 


IME was when the brewers and distillers reg- 
ularly sent out what were known as “death 
drinkers.” These men had enormous capacity for 
beer or hard liquor. They would-enter a saloon 
and call up all the “boys” for a round or two of 
drinks.. That was called “entertainment.” The 
“bar flies” and hangers-on were always happy to 
see the representatives of the brewers come in to 
their favorite loafing place. It meant free booze 
or beer for several minutes. Often they followed 
“entertainers” from saloon to saloon. 
Well, you know what happened to the saloons 
and brewers and distillers. 
The man who drinks the most of the present-day 


booze has but little to spend for anything else. He- 


will cadge a drink wherever he may. He is not a 
| very desirable citizen—or customer. At conven- 
tions he is foremost in the van. Wherever liquor 
flows most freely he is found right in the front 
row. His purchases are trifling and usually can- 
celed before the week ends. 
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ing? Do you believe that booze is a good aid to 
sélling, really? Think it over. 


Long Time Dating 


SMALL merchant remarked the other day: 
“Maybe I bought too many shoes, but I have 
until Oct. 1 to pay for them. Surely I can sell 
those shoes by that time.” But if you cannot, what 
then? How will you pay if you have sold but one- 
half of them? 

One of the best and safest rules in business is 
the old one, time-tried and true—Be sure you will 
have the money in the bank to pay the bill when it 
falls due. Long-time dating should not tempt any 
merchant to plunge in ‘and buy his head off. 


White Shoes Are Due 


POOR season for: white shoes is always fol- 
lowed by a good one. Last year was not an 
outstanding one for the sale of whites. Women 
have worn out their old white shoes carried over 


You fellows who have done the most “entertain- 
Look over your order books and recall just 


ing.” 
how and when you got 
the most business. Was 
it while the entertain- 
ing was going on? Or 
was it during a quiet 
time when a buyer, so- 
ber and sane, with head 
as clear as a bell, sat 
down with you and in 
an intelligent and busi- 
ness-like manner de- 
tailed his order? 

As we have said be- 
fore, we do not preach. 
Let those who drink go 
right to it. Let those 
who hand out the syn- 
thetic gin and bootleg 
Scotch enjoy  them- 
selves. But it is to 
wise, level headed busi- 
ness men that we say: 

“Booze and business 
have never mixed suc- 
cessfully and never 
will.” 

You men who go to 
conventions to have a 
good time. Do you keep 
a bottle in your desk 
and offer it to your 
home trade? Do you 
hire salespeople who 
have a fancy for drink- 


from the year before. 
tremely hot summer. 





_____________¥ 





The Reason Why 


CROPLEY & ANDERSON, INC. 
Portland, Maine 


There are so many good things that could be said 
of the Boot AND SHOE REcorRDER that it would be 


some undertaking to enumerate them. I might just 
say this—the RECORDER is to the shoe man what the 
Red Cross was to the dough boys during the war, 
and is today. It behooves real He Shoemen to join 
the Red Cross and read the Boot AND SHOE RE- 
CORDER. 


Respectfully yours, 
(Signed) A. I. CROPLEY. 


* * * 

The Red Cross is a real Service. 

So is the Boot AND SHOE REcoRDER. 

There’s a competition-war on now in the shoe 
business and the Big Berthas aren’t through shoot- 
ing yet. 

Alert Shoemen, such as Mr. Cropley, know the 
value of Recorver Service, especially in times like 
this. 

Knowledge is a powerful weapon in a battle of 
survival of the fittest. 


Fert & Toe 


President. 
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All signs point to an ex- 
White shoes are hot weather 


shoes. Keep a weather 
eye to the windward. 
Locate some white 
shoes that. you can get 
into your store quickly 
if needed. Be ready for 
an overwhelming de- 
mand for whites that 


may arrive over night. 
oo * * 


Many a merchant 
goes broke because he 
is more interested in 
what his competitor is 
doing than what he 
himself is doing. 

* * * 

Wipe less tears and 
more windows and the 
shoe business will be 
better. . 


* 

“Too busy to read 
trade papers.” And 
yet he has time to 
stand and wail about 
bum business by the 


hour. 
* * of 


When the blues set- 
tle down on the store 
start the gang to work 
on stock, cleaning, rub- 
bing, polishing. That 
kills blues. 
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Spring footwear display by G. H. Malloy, display manager for the Neiman Marcus Co., Dallas, 
Texas. 


Dressing up 


the Store 











ANY retail merchants make either one 
of two mistakes when they go about 
the serious business. of dressing up 

their stores—windows or interiors. They either 
strive for an effect without taking the merchan- 
dise into consideration ; or they achieve a setting 
out of all harmony with the class of trade to 
which they cater. 

In the first place, they have placed their merchandise in 
a setting in which it does not stand out well. In the 
second place, they have run the risk of alienating many 
of their customers and prospects. 

The two fundamentals of window trim and store in- 
terior decoration may be said to be these: 

A—Remember always that no matter how you deco- 
rate, the end in view MUST be the showing of merchan- 
dise in such a way as to make it seem desirable. 

B—Remember. always, also, that different types of peo- 
ple react differently to different kinds of trim and that 
your trims must be such as to appeal most favorably to 
the largest possible number of customers and prospects. 

The photographs reproduced on these four pages are 
fine examples of their respective types—from the store 
for the ultra-exclusive to the store where volume counts 





J 


and prices are medium to low. They are pub- 
lished with the hope that study of them will repay 
the reader; that he may glean here an idea and 
there a thought which can be adapted-to his own 
peculiar needs. 








Examine the Neiman Marcus window on this 
page. When all is said and done there are very 
few props in the window and lots of wide open 
spaces for the display of shoes with their backgrounds of 
delicate green spring leaves. The cabinet in the corner 
shows shoes and hosiery and has the appearance of having 
been pushed back beneath the low-hanging limbs of a tree. 

The console and the mirror above it, if it were not for 
the drapery, would have presented a too vertical effect, so 
the window designer wisely decided to turn a vertical line 
into a triangle by stretching his pleated silk or satin from 
a point near the top of the mirror to the floor. Incident- 
ally, having reached the floor, the fabric was securely fas- 
tened to it, tightly, as fabric is placed in a screen, rather 
than loosely, as a curtain hangs. 

With the exception of the artificial leaves, there 's 
nothing in this window which could not be borrowe‘ 
from a friendly furniture man in almost any city in the 
United States. 
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Right—Even in a store where the 

fittings are obviously those of a 

store and not a club, an inviting 

atmosphere can be imparted by 

good chair arrangement as wit- 

ness this Florsheim store in In- 
dianapolis 


In the Efird’s Department Store window, the man in 


charge of the windows had another idea. His thoughts 


must have run something like this: 


* E have been hearing and reading quite a lot about 

shoes for the occasion—what shoes a woman 
should have for the various times of the day and for the 
various purposes. We have been hearing and reading 
about all this, but we haven’t been seeing.” 

So he elected to make his window tell a story. He 
dramatized his merchandise, so to speak. And the story 
he told is obvious—a pretty woman selecting her entire 
footwear wardrobe for every possible occasion. It en- 
abled him to kill two birds with one stone. He got across 
the story of shoes for occasions and he showed the wide 
variety of styles carried in stock by his company. If one 
didn’t get across the other certainly would—and did. 

That’s enough about windows for a few paragraphs, 
atleast. Take a look at the interior view of the Florsheim 
store in Indianapolis. Nothing remarkable, is there ? 
And yet, try to visualize how utterly different and unin- 
viting the store would have looked if the chairs had been 
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Left—The display manager of 
Efird’s Department Store, Char- 
lotte, N. C., elects to make his 
window tell the story of the 
woman selecting her entire shoe 
wardrobe at one fell swoop. 


placed back to back in a long, double row, running down 
the middle of the store. 

In the first place, it would have made the store look 
longer and narrower. It would have none of the almost 
club-like atmosphere which the present chair grouping 
has imparted. The chairs, in groups of twos, are much 
more inviting than stretched out in an uncomfortable 
string, like raw recruits on parade. And the presence 
near each group of chairs of one of those non-upsettable 
smoking stands has never yet had the effect of driving 
men away from the store. Half the time, a man subcon- 
sciously resents the feeling that he should not smoke in a 
store. If it is made painfully clear that he is at perfect 
liberty to do so if he wishes, the chances are he won't. 

Still on the subject of interiors, take a look at the 
French Boot Shop store in Austin, Texas. Here, the aim 
was to create an atmosphere of ultra-exclusiveness and 
imposing luxury. 

The shop was recently remodeled and the most con- 
spicuous addition to the interior was the pair of wrought 
iron grilles near the entrance. In front of this ornamental 


grille is a tile flooring. On the other side, on the selling 
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A study in green. 


May, 14, 1927 


The French Boot Shop of Austin, Texas, sets out to make itself 


ultra exclusive, from wrought iron grille gates to velour upholstered arm chairs for 
the comfort of its guests. 


floor, is a high .piled carpet, which is olive in color. 
The walls were worked out in a damask tapestry effect 
in combination with Caen stone. The Queen Anne chairs 


of mahogafiy are upholstered in green velour. The dis- 
play windows also are backed with Caen stone, making an 
admirable background for the displayed footwear. In 
commenting on these displays, Matt S. Spires and E. M. 
Boyd, store managers, explain that they have constantly 
featured shoes which have a grace of line in preference 
to the more elaborately trimmed and patterned models. 
Simplicity is nearly always the hallmark of ultra-exclu- 


siveness. 


ETTING back to windows again, the I. Miller win- 
dow shown in small size on the same page with the 
French Boot Shop is noteworthy because all its appoint- 
ments are in keeping. The idea in this window was to 
suggest a woman’s boudoir and every prop in the scene 
helps tell the story. The table with the reading lamp, the 
dresser with mirror, the chair and the cushioned footstool 
—all are what one might reasonably expect to find in the 
boudoir of the well-to-do woman of taste. Having 
placed the footstool in its proper relation to the chair, the 
window trimmer then went further and made it serve 
as a harmonious resting place for his merchandise. 
This is the essence of good window trimming of this 
kind—to make your props not only tell the story but serve 
as backgrounds for your shoes, hosiery and accessories. 


The Risley Shoe Store window and that of the Indian- 
apolis Walk-Over store are good examples of unit display 
In the former, one group consists of the golf bag with 


golf shoes beneath. Another group consists of the dress 


Picturing the boudoir of a lady of fashion, 

with her shoes grouped round on dresser, 

chair, table and footstool. An excellent 
example of the “atmosphere window.” 








14, 1927 


‘ndian- 
lisplay. 
g with 
> dress 


May 14, 1927 BOOT AND SHOE RECORDER 


Right—Simple and effective, this 
window of the Risley Shoe Co., 
Richmond, Ind. Golf shoes 
shown with golf bag and clubs 
at one side of the window and 
dress shoes at the other, linked 
by chair and display card. 


Left—The bright, spring- 
like window of the Walk- 
Over store in Indianapolis. 
Made only mildly colorful, 
however, by the use of arti- 
ficial flowers—none of the 
color being high enough or 
in profusion enough to 
“drown out” the shoes. 


Below—The Walker Bros. 
Dry Goods Co., of Salt 
Lake City, solves the prog 
lem of interior display 

a continuous case running 
along on top of the shelving. 


‘ 


shoes and the chair; and the third is the rather miscella- 
neous groupings of shoes at the left of the picture. Con- 
necting them is the big display card propped against a 
vase of bright colored flowers. In men’s shoe windows, 
high colors, if not used too profusely, are good, because 
black and tan are about the only colors one is apt to see 
and they need livening up. 


N many stores the problem of good interior display is 

acute. Tables are good in many cases and are fre- 
quently used. Lighted show cases on the floor also can be 
used to good advantage but they take up a lot of room. 
This problem of limited floor space confronted the shoe 
department manager in the Walker Bros. Dry Goods Co., 
Salt Lake City. Here it was solved by a continuous dis- 
play cabinet, partitioned at regular intervals, running the 
length of the shelving top. 

This idea is one which can be adapted in almost any 
store with shelving. If the shelving is low, the cabinet 
can be placed on top. If too high, perhaps two rows of 
shelving can be removed to make room for the cabinet, 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 


EW ORLEANS—During the 

past month there has been a 
swing from the black low shoes 
for men to the tan shoes. Black 
shoes for a long time have been 
the favorite shoe here, but the 
merchants are doing all in their 
power to see that others are sold. 
It is the belief of Ralph Levy of 
the Pokorny shoe stores that the 
large sale of black shoes tends to 


hurt the sale of the lighter sum-, 


merweight shoes, for, as he said, 
“A person that is willing to wear 
black shoes all of the year does 
not pay particular attention to 
his footwear except to see that 
they look neat.” 

The Pokorny stores have in- 
stituted the custom of all of the 
people wearing tan shoes that are 
engaged there, and pushing the 
sale of them at all times. There 
are no black shoes shown in the 
windows, tan and other shades 
predominating. The light-weight 
shoes are now beginning to sell. 
This is the first of the summer 
season. 
stores are shown an assortment 
of light-weight shoes, in the dif- 
ferent shades of tan as well as in 
the blacks. Pokorny shows only 
the tan, in which is neatly tucked 
a feather typifying the lightness 
of the shoe. 

The Imperial shoe store does 
not entirely agree with some of 
the other merchants on the vol- 
ume of the black shoe business. 
They believe the sale of this color 
has not cut into the tan shoe busi- 
ness as much as some of the other 
merchants claim. During the 


The classic step-in with goring un- 
der the short tongue is a good 
seller. This number is featured in 
patent and in tan kid by the Jordan 
Marsh Company, Boston 


Giving Positive Information 








In the windows of the 


IBerberichS 





Footnotes on the 
Quartet of Quality 


Here are footwear styles favored 
by the best-dressed this season. Dis- 
tinctive lines, finest leathers and con- 
struction features. Unsurpassed 
for comfort and wearing qualities. 


THE 
JOHNS RPHY 
ae’ SHOE 


Unexcelled Shoe Values! 


MONITO HALF HOSE 
75e to $1.50 








TWELFTH~F STS. 











—— 





A wide range of toe shapes prevails even in 

the high grade lines for men. Notice the 

four distinct types featured in this advertise- 

ment run by Berberich’s store in Washing- 
ton, D. C. 


winter they found that sales were 
about fifty-fifty, but now the tans 
are getting the edge on the blacks. 


ASHINGTON, D. C—“Chi- 
nese sandals” are being fea- 
tured by the Hahn stores. These are 
developed in Chinese red, blue and 
black patent, also in combinations of 
these materials. 
H. J. Rich, for the first time in 
his history, finds that black leathers 


are selling stronger than tans in 
his men’s sections, even though 
the men repeat on tans oftener. 
This is agreed to by T. E. Edmon. 
ston, who added that the big black 
season means that two pairs are 
being bought. Almost all stores, 
and especially the Hahn and Ber- 
berich groups, say that the fairly 
light shades on the medium 
French toes have the edge on the 
broad lasts. 


ANTON, OHIO—Harry M. 
Horton of the H. M. Horton 
Co., Canton’s largest and one of 
its oldest shoe stores, carrying a 
complete line of men’s, women’s, 
children’s and _ infants’ shoes, 
says that black patent leather 
ties, one-straps and pumps are 
vieing with parchment, paste! 
parchment and rose blush. White 
satin and tinted satin have been 
his best sellers in evening slip 
pers. An advance showing of 
open-work sandals in red patent, 
parchment patent and black pat- 
ent with high heels has resulted 
in good sales, though they are 
really a summer line. 
Mr. Horton reports a bigge1 
sale of black oxfords for men than 
he has had in years. 


ANSAS CITY—Black paten'‘ 

leathers retain the popular- 
ity they built up during the win 
ter season. Claude Monser, man- 
ager of the Peacock Shop, finds 
blacks in various styles sharing 
demand evenly with the newer 
and lighter styles. In the lighter 
shades, according to Mr. Monser, 


The “Parisian Sandalette” feature: 

by the French Boot Shop, Austin 

Tex. It is priced at $13.50 ani 

comes in a wide variety of paste 
shades of kid 
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sandals have the call 
—sandals and semi- 
sandals with reptile 
trims fore and aft. 
The most popular 
number in the new 
offerings is found 
to be a rose petal 
strap with woven 
reptile trims on the 
toe which sells for 
$15. 
At F. E. Foster & Co. the demand 
is for the doeskin, which also was 
the popular winter number. A slight 
demand is seen for the lighter shades 
in conventional models and some in- 
terest in the pure white woven 
leather sandals. The light shaded 
models sell between $15 and $18. 

At Carlat’s Booterie on Petticoat 
Lane the demand, too, is for the 
lighter shades and for the black pat- 
ents. Bold reds, blues, yellows and 
pinks are receiving some call. The 
favored price is $12. 


Coast districts. 
les. 


ALLAS, TEX.—Texas shoe 

dealers are offering lighter 
shades as the warmer weather ap- 
proaches. Most dealers are special- 
izing in pumps and sandals, ties and 
step-ins of softer tints and combina- 
tions. Some of the old colors and 
some blacks and tans are selling, but 
the bulk of the business is in light 
colors. 

Goldstein-Migel of Waco said one 
of their best sellers was a white 
washable kid pump with spike heel. 
A shell gray with harmonizing trims 
was another good seller. 

Carl H. Mueller of Austin said his 
best seller was a spike heel pump in 
water lily kid, while another was a 
sandal in shell gray. 

E. M. Scarborough of Austin said 
one of his best sellers was a spike 
heel pump in light gray, while an- 
other was a sandal in shell gray. 

Mandel of El Paso said his best 
seller was a step-in with spike heel 
in light gray and a sandal in apple 
green. 








“National Park Cloth” is the name 

given the material of which this 

shoe is made for Hahn’s women’s 

shop of Washington, D. C. It ts 

a vividly colored style selling for 
$14.50 








Bathing shoe ‘styles are established early in the year by the South and Pacific 


Here are two featured by Wetherby-Kayser in Los Ange- 
The one at the left comes in white nubuck with patent leather trim; the 
one at the right (the Deauville) is made in beige and white or brown; also 


in parchment and white 


Sanger Brothers of Dallas found 
their best sellers were pumps, san- 
dals and ties in whites or light grays. 

Whiddon of Dallas said his best 
seller was a sandal in light blue kid 
with gray trims and a water lily 
pump with harmonizing trims. 

La Mode of Dallas found its best 
seller was a tie in coral pink and a 
sandal in light gray. The heels 
were high and the vamps short. 

Volk’s of Dallas said one of its 
best sellers was a pump with spike 
heel in light gray and water lily. 
Another: at this store was a sandal 
in gray. 

Titche-Goetinger of Dallas found 
one of the best sellers was a tie in 
water lily kid with spike heels. 

Krupp & Tuffly of Houston said 
one of their best sellers was a pump 
in water lily kid and another was a 
sandal in light gray. The trims at 
all stores were in harmonizing 
colors. There were some ornaments 
being sold, the dealers said. 


ETROIT—Detroit shoe  mer- 

chants report a very satisfac- 
tory April business, although there 
was a slight slump in activities 
after Easter. The Easter trade 
compared favorably with that of last 
year, in spite of the fact that spring 
selling began earlier and the season 
has been prolonged. Black patent 
leather continues to lead in sales, but 
colors are very active and those hav- 
ing stocks of colored kids are now 
cashing in on them. The demand 
for colored shoes has actually found 
a shortage in some stores, although 
there is probably a sufficient quan- 
tity in Detroit to supply the demand. 
Among the offerings of colored kids 
recently was noticed a smart one- 
strap opera of shell gray kid with 
blue and white Mayflower kid trim- 
ming in the new shoe department of 
the B. Siegel Co. At Newcomb- 
Endicott Co.’s a parchment kid with 
reptile calf trimming was seen in the 
“T” strap style. At the same de- 
partment a rose blond kid step-in 
pump with reptile trimming was 
noted. A very attractive tie was 
displayed at the I. Miller salon of 
Russek’s in platinum gray. This tie 
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was open over the 
instep and had cut- 
outs in the sides. 
The warm spring 
days have revived 
golf and sales of 


sporting footwear 
are reported as sat- 
isfactory. 


T. LOUIS—Early 
indications as to 
the trend of business for the month 
of May were promising, if the 
week ending May 7 may be taken as 
a guide. While no phenomenal vol- 
ume was accumulated during the 
first days of the month, the buying 
was spirited and steady. The vol- 
ume in most stores for the month of 
April was big. In fact, so big that 
two of the largest department stores 
reported business in the shoe de- 
partments to be the largest in the 
history of the companies. 

In the style field little change is 
reported. Patent still shows unusual 
strength with no slackening as the 
summer season approaches. At least 
50 per cent of the sales are patent 
as against colored kids. Two large 
stores, however, reported colors as 
being stronger with the division be- 
ing 60 per cent in favor of colors. 

Red kid is receiving strong recog- 
nition, and one store which bought 
them in a small way re-ordered on 
them. Green kid is also selling. 
Sandals are also on the upturn. 
They continue to score heavily in the 
day’s sales. Woven sandals, mostly 
the imported types, are having an 
unusual call, and so pronounced is 
the demand for them that quite a 
few stores have sold out their first 
shipment and are experiencing diffi- 
culty in securing additional stocks. 
The outstanding style note of the 
week is perhaps in the report from 
two large operators that black satin 
is being requested more frequently. 





this 
Shop, 
presents this pump type of patent 
with colored appliqué; also of mat 


represented in 


Minneapolis, 
Sterling 


case by Watters 


kid with the same coloring. Priced 


at $8.50 
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Brooklyn Tugging at Style 
~Show Curtain 


| Preparations for Big Event, May 23, 24 and 25 
_— Are Complete 


OME to the Brooklyn Style 
C Show, May 23, 24 and 25. 
This is the invitation that 
has been sent out to several thou- 
sand picked shoe retailers all over 
the country. The response has been 
large. Those responsible for the 
style show are now engaged in try- 
ing to increase the seating capacity 
of the grand ballroom of the Hotel 
Commodore, New York, where the 
first and last word in shoe fashions 
footwear at the for fall will be exhibited during the 

Brooklyn Style , 
Show three days run of the premiere event 

in Brooklyn’s shoe life. 

Several late changes in the arrangements have been 
necessary because of the indicated growth in attend- 
ance and other features. Instead of but two showings on 
Monday and Tuesday, as originally planned, there 
will be three on each of these days. The style show- 
ing on Wednesday will be, as originally planned, a 


One of many 
charming models 
who wll display 


part of the banquet and entertainment which will close 


the three-day event. 

On Monday and Tuesday 
there will be one showing in 
the afternoon at 3 p. m. and 
two at night, one beginning at 
8:30 and the other following 
as soon as the first is finished. 
Each showing will be restricted 
to one class of footwear. One 
showing will be composed 
solely of sports and semi- 
sports shoes, another to street 
shoes, two to  semi-formal 
shoes and two to strictly 
formal footwear. In this way, 
concentration on types will be 
had and the visiting buyers 
will get a better general idea 
of the style trend. 

Admission to the show will 
be by invitation only and all 
visitors will be required to 
register. A, reception commit- 
tee, composed of more than 
100 salesmen for the various 
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Facsimile of the invitation to the Brooklyn Style Show 


Brooklyn shoe producers showing their wares on the 
runway and in sample rooms, will be on hand to welcome 
the visiting retailers. 

Arrangements for the style show itself are as near 
perfection as possible. Work has been started on the 
building of the stage setting by Joseph Wicks, and the 
runway and seating arrangements, which will be in 
amphitheater formation to permit every visitor to get 
a clear view of the stage and runway. Models have been 
selected and the gowns and other accessories to be worn 
are being selected. The sample shoes that the exhibitors 
will display are nearing completion. 


HE floor of the ballroom will be restricted to visiting 
buyers, the boxes to exhibitors and members of the 
press. 

Sample rooms for the exhibitors will be maintained 
on the twelfth and fourteenth floors of the Hotel Com- 
modore. There is no thirteenth floor in the hotel. On 
the fifteenth floor there will be exhibits by various 
leather and other shoe supply concerns. 

A last minute addition to the list of exhibitors is J. & 
T. Cousins, who will show on 
the runway and also maintain 
a sample room. 

While the exhibitors have 
not been restricted in the 
shoes they will show on the 
runway, recent developments 
have been such that most of 
the shoes will follow along a 
general fashion trend. The 
runway shoes, for the most 
part, will be practical types 
that will sell, and not made 
merely for the purpose of 
creating a “flash.” While the 
advance samples have been 
carefully guarded and will not 
be shown until the Style Show, 
it is hinted that many of them 
are of the plainer and more 
dignified type, which plays up 
the fine workmanship and 
craftmanship for which Brook- 
lyn is noted. 
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No. 825 
Patent Leather with narrow brown 
snake trim in cut-out. 15/8 dress 
Ouban heel. On our 808 Combina- 
tion fitting last. 
36 pair case lots 
In two schedules. 
AAA to B 


Price $6.25 


AA to € 


Patent Leather one strap with 
cut-out on quarter, 
36 pair case lots 
362 last, 18/8 spike heel 
AA to C 
808 last, 15/8 spike heel 
AAA toB AA to€ 


Price $6.25 








m Stocks 


WO handsome one strap 
patterns of the usual high 
character associated with 
American fine turn shoe- 
making. 


Superbly styled and made to 
fit the foot perfectly. Women 
of refined taste will buy and 
wear these shoes with assur- 
ance they are appropriately 


shod. 


Order them now from stock. 


American Early Fall Styles 
Will have their 
first showing 
May 23-24-25 
Brooklyn Style Show 
Hotel Commodore 
Rooms 1440-42 


American Shoe Co. 


Factory, 176 Livingston St., Brooklyn N.Y. 


Showroom: 622 Marbridge Bldg., New York 





May 14, 1927 
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LATTEMANN 


Footwear for All Occasions 


IN STOCK—OPEN SCHEDULE 
Delivery by May 20 


May 14, 1927 

















Five smart, voguish shoes made accord- 
ing to Lattemann’s customary standard 
of fine shoe craftsmanship. 









These approved models are outstanding 
sellers, assurance of good profits and 
thoroughly satisfied customers. 









“Critten” 






“Verna” 






















No. 503—Black Satin No. 502-——Black Satin 
542 Last 524 Last 
18/8 Spanish Spike Heel 14/8 Spanish Spike Heel 
No. 415—Patent Leather No. 405-—Patent Leather 
sa ta LATTEMANN MODELS st tan 
18/8 Spanish Spike Heel 14/8 Spanish Spike Heel 







a for Early Fall me 


Will Have Their First Showing 
at the 








Brooklyn Style Show 
May 23-24-25 
Hotel Commodore 




















“Elona” 


No. 416—Patent Leather with 
Edge Binding of Parchment 

















No. 414—Patent Leather 
Open Shank Sandal 


















52 a 540 Last 
18/8 ames tts Heel 19/8 Spanish Spike Heel 
' 86.50 


$6.25 





Size Seale 










AAA—5% to 7% 
AA—t4% to 8 
Ad to 8 





25e. extra on orders of 







less than four pairs Regent Opera 
B—3% to 7% 
2%—30 days No. 504—Black Satin Caml to 7% 
540 Last 





19/8 Spanish Spike Heel 


No. 417—Patent Leather 
540 Last 
19/8 Spanish Spike Heel 


85.75 










John J. Lattemann Shoe Mfg. Co., Inc. 


74 St. Edwards Street Brooklyn, N. Y. 
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HE SHOE MANUFACTURERS’ BOARD of 
TRADE of NEW YORK; INC., will stage an. 
unprecedented fashion promenade of authefitic 
autumn styles in shoes on the afternoons and eve- 
nings of May 23rd and 24th (evening of May 25th) 
in the grand ballroom of the Hotel Commodore, 


New: York: 
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Pincus & 


Tobias, 
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This revue will be a supreme achievement in the 
artistic presentation of the world’s most beautiful 
and finest shoes. Footwear will be displayed on 
living models, and complete sample lines will be 
shown in the Hotel Commodore by the foremost 
makers of Greater New York, whose names are in- 


dicated as exhibitors. Admission by invitation only. 
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RINTED silks for summer wear 

FENTONA are extremely fashionable. In quar- 

Made over ters where advanced styles are actu- 
426 Modified French Toe Last . 

18/8 Spike Louis Heels ally worn by smart women, prints have 


625 Medium Toe Last been ruling favorites, not the bold, splashy 


18/8 Spike Louis Heels . 
« prints of last year, but neat, well covered 





amen | 


\ designs, in rather subdued and subtle col- 
In Stock ors. Such fabrics are used for the fash- 


These two beautiful one-straps of ioning of both day and evening frocks, and 
finest quality F. B. & C. White Kid. for sports and dress wear. Every fashion- 
We anticipate a strong demand for able woman has one or two, at least, in her 
white for wear with sheer, summery 
costumes, especially prints which will 
be very much in favor. 





summer wardrobe. 
Prints are used not only for dresses, but 


for entire costumes. Molyneux, for in- 


~ 1 SB Two pairs or less 
6° 25c. per pair extra stance, uses a fine all over print for a dress, 





See Our Early Fall Showing at the 
Brooklyn Style Show 


George W. Baker Shoe Co. 
343 Classon Ave., Brooklyn, N.Y. 

















LAUREL 
Made over 
257 Medium Toe Last 
14/8 Boxwood Heels 


Chanel designed thi 
Charming frock o, 
printed crépe. The but 
terfly motif in the crép 
is cut out and used as 
trimming down the sid. 
of the waist. The bel 
and side pleats on th 
skirt are smart touches 
Courtesy of Lord <¢ 
Taylor, New York 



































Here is how Vionnet 
employs printed silk for 
the fashioning of smart 
ensemble. The same 
silk that makes the dress 
is employed as a lining 
for the full length coat 
of plain silk. Courtesy 
of Saks-Fifth Avenue, 
New York 





surmounted by a hip length jacket. Vion- 
net uses it for an ensemble, the dress of an 
extremely finely figured print, which also 
makes the lining of a plain silk coat. 
Printed crépes have not the field to them- 
selves by any means, chiffons and taffetas, 
printed in fine patterns, being among the 
newest and smartest of the printed fabrics. 

Taffeta, by the way, is in for a more 
fashionable run than for several years 
past. Taffeta dinner and evening frocks 
are among the newest and smartest gar- 
ments seen in fashionable gathering places. 

While summer is still showing a trend 
toward more feminine touches, there is 
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What a 
fitting 
complement 
to the light airy 
frocks of spring 
and summer is this 
dainty shoe conceived 
in a fabric destined to 
become very popular—multi- 
colored Japanese “Fiji” straw 
combined with peach “Astralac” 
kid. 













“Paramount” will blend delightfully with 





the new prints now being worn by smart 





women. 





LAX & ABOWITZ 
Early Fall Models 
Will be shown at the 
Brooklyn Style Show 
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The “Rita”: 


This trim, wy 
ting little pump is 
PREMIER’S'- own 
contribution to the 
vogue for bows 
which are now seen 
so profusely on both 
shoes and frocks. 














, Rita” appears here 
in patent, and. to 
add a_ touch of 
color, the bow com- 
bines checkered 
beige kid, patent and 
solid beige under- 
lay. The checkered 
beige is also used 
for piping in the 
side seam. 


Early Fall. Fashions 
by PREMIER 
will be shown at the 
BROOKLYN STYLE 
SHOW 
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combined with this trend a tailored vogue, 


which may be expected to gain ascendency 


in the fall. The feminine bow is stil! 


fashionable, on a summer frock, and bows 


have graduated from the dainty little trim- 


ing touches, to larger ones, which merge 


into the silhouette of the dress. Along 


with bows go buckles and other jeweled 


ornaments. Another smart decorative 


touch is the cluster of flowers made of 


tiny beads. Much lace also is being used 


for trimming purposes, chiefly in black or 


beige, although in the later summer mod- 


els, dyed lace has found a place of prom- 


inence. 


The three-quarter length coat is an out- 
























snugly draped girdle 
Courtesy of Lord 
Taylor, New York 

















Bows, large ones an 
plenty of them, are stil 
most fashionable trim 
mings. Patou employ 
two of large size to dec: 
orate this beige crepi 
dress, with its collarles 
neckline and its  smar 
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The composé effect in 















dresses, particularly for ‘ 

sports wear, is still a ( 

high note of fashion. — 

Three tones of green are rear 

used by Vionnet to fash- Came: 

ion this rather simple 

frock, sponsoring a nor- 

mal waistline. Courtesy 

of Best & Company, I 
New York CMMI yy,/, 










standing feature of many spring and early 
Smart New York 
women are wearing suits with three-quar- 


summer costumes. 


ter length coats, not only in town, but in 
the country as well. Three-quarter length 
coats played a leading réle at the United 
Hunts Meet recently. Frequently these 
three-quarter length coats are developed 
in tweeds or tweed-like fabrics, and they 
are almost always belted. The short jac- 
quet mode still holds on and probably will 
continue through the summer. For warm 
weather wear suits of silk with short jac- 


quets have been developed. 
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* Dainty, alluring, feminine 
are the words to describe 
this new pump which has 
already made its impress 


in the smart world. 


The original and unique de- 
sign is exclusively Unity’s. 
We show the “Cortosa” in 
a color which is favored 
very strongly this season 


—pastel green kid. 


vamp is of checkered kid 
of the same shade, under- 
neath which appears white 


kid. 


The costume that employs 
shades of green for color 
has its fitting conclusion in 


the “Cortosa.” 


at the 


Brooklyn Style Show 
May 23, 24, 25. 


New York Showroom : Suite 630Marb 


ots tacetecmcas eae eetecets 
a BROT! ataceren LION 


ROSSI 


Unity Fall Styles 
will be on display 
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“B. & F.”’ Shoes 
IN STOCK 


The “B & F” Sandal that is the 
talk of the trade this Spring. Re- 
tailers everywhere are featuring 
this shoe with great success. A 
volume shoe for volume sellers 





Regent Opera 


Patent Pump 
20/8 Spike Heel 





Round Toe 
18/8 Spike Heel 
Mod. Toe 
Comb. Last 
$5.25 


“Valencia” 


Patent One Strap 
14/8 Cuban Heel 
Mod. Toe 
Comb. Last 
$5.25 


Sold only in case lots 


36 pair to a case 
Size Scale 


Modified Toe—AA to C 
Round Toe—AAA to B 








An advance showing of early fall 
shoes will be on display at our 
factory style salon and at the Hotel 
MARTINIQUE, during the 


WEEK OF MAY 23 
Here’s a wonderful opportunity for 
you to see fast styles for profitable re- 
tailing at $10 and $12.50. 








White Kid 
and 
Patent 
20/8 Spike and 
14/8 Cub. Heels 
Comb. Last 
Round Toe 
White Kid $6.50 
Patent, $6.00 


“D’Orsay” 
Patent Pump 
20/8 Spike Heel 
Round Toe 
18/8 Spike Heel 
Mod. Toe 
Comb. Last 


$5.25 


BEKER. & FRIEDMAN, Inc] | 
‘Ladies Tarn Shoes Built toa Standard’ 
23,~25 Lafayette St.~ ~ ~ Brooklyn,N.Y. 
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TWEAI 
MILDRED 
SHOE CO. 


The momentous problem of securing 
footwear in the $7.50 to $10.00 grades 
which can be offered with every as- 
surance of quality is now answered by 
the new Mildred “De Luxe” McKays. 
They embody every element necessary 
to attract and hold customer good-will. 


Brooklyn-manufactured —their style 
supremacy is assured. Skilled crafts- 
men contribute to beauty and fit. 
Proximity to sources of supply make 
possible a great diversity of lasts and 
materials. 


If you want convincing proof that 
Mildred Shoes are the shoes for you— 
by all means see them. 


FACTORY AND SHOWROOM 
164 Tillary St., Brooklyn, N.Y. 
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The Jewels of : 


A 


the Shoe World — RS 


There’s a refinement, an elegance, 

a charm to Wolfelt Creations PRINCESS PRISMA 
which establishes them as the New Gis Lit ian'an i wi 
: Care i im, d 22/8 spike 
jewels of the shoe world. eo Pi 


Each model is a pearl on the 
string of Style—each an artistic 
triumph—each a credit to the fin- 
est of craftsmanship. 


Wolfelt Creations will enhance 
your reputation as a stylist. 








“ES ASIA 
PRINCESS KAS ; 
+. Whippet ooze - ; 
md | ed leathe 


ze mottl 4 
bro tabs and bands © 


heel. 


CLawret 
gold and 


trim, my . Spanish 
trim, “ 4 








LFELT, ING 


ear 


R --q’s Finest Footw 
“599.001 Broadway 
New York City 
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$500.00 REWARD!! 


yA 
UN 


% 


WY 
BZ 


*| 


H. Jacob & Sons, Inc., will pay a reward of $500 for infor- 
mation leading to the arrest and conviction of any person 
or persons who have maliciously circulated the rumor 
throughout the industry to the effect that H. Jacob & Sons 


are discontinuing or going out of business. 


Q 
“4 


VASUESVASVERUENUONIRIANAN7 


WZ 


To the contrary we are constantly increasing our business 
and at the present time are making more stitchdowns and 
slippers than ever before in the history of the organization. 





t 
Nf 


Furthermore, we are at this time contemplating increasing 
our factory facilities in order to take care of the greater 


volume of business we are getting. 


N 
“4 


VSVESVESVSIERUAN VENI ASI2 


H. JACOB & SONS, INC. 


Manufacturers of Stitchdowns and Felt Slippers 


762 Wythe Avenue . Brooklyn, N. Y. 


SVAN Che 


easee 
NhANG 


Branch Factories 


South Norwalk, Conn. 





: 

































































By All Means 
Don’t Miss 
This Event! 






































The Initial Presentation of 


ARTISTIC SHOES 


for Early Fall 


A de luxe showing of advance styles fashioned for America’s 
leading shoe merchants. Exquisite patterns—latest imported 
and domestic leathers—displayed on beautiful living models and 
staged in our enlarged and newly decorated showroom in the 


Marbridge Bldg. 


To all buyers who will be in New York during the week of 
May 23, we extend a cordial invitation to come and view these 
shoes. You can’t imagine what amazing values they represent 


until you see them. 








AMERICA’S FOREMOST LINE of $10 RETAILERS 








Artistic Shoe Co, Ine. 


Factory & Showroom 
380 Throop Ave,, Brooklyn, NY. 


New York Office: 540 Marbridge Bldg. 




















BOOT AND SHOE RECORDER May 14, 1927 


Best 
JWVER 
“Of the Better Grade 
for the Better Trade’ 


Best-Evers SELL when SHOWN 
—QUALITY tells the story 


Footwear for the Elite! — ee 


a RAPID TURNOVERS 
Martin Weinstein shoes are not ? - WITH BEST-EVERS 


bizarre — flashy — overdone. To 
the contrary, they are fashioned —because their beauty and qual- 
with infinite care to appeal to [i - ity sells them quickly; — In- 
women of culture whose tastes Jf £ Stock Service helps you keep 
= reflected ” simple, aad beau- 3 them: sized-up. Take advan- 
tiful things. 





. . tage of the year-round 
Delicacy of line and a true sense Pr T=. 
of color harmony are ever dis- 
tinguishable to the discerning eye 
in every shoe our designers 
originate. It is doubtful whether 
you will see a more authentic 
interpretation of the mode than 
our early Fall shoes. May we 
suggest a ‘visit to our showrooms 
in the Marbridge Building when 
you’re in New York? 


Keep them displayed. 


and sized-up. 


Have you seen the 
new Best-Evers? 


Quality is Cheapest 


In attendance: in the long run 


PHILIP WEINSTEIN JACK WEISBERGER 
FRED KANNENSOHN 


steps 


Martin Weinstein BLST- LVER 
., INC. 
Shoe Co. 75 FRONT ST., BROOKLYN NY. 
35 York Street, Brooklyn Phone—triengle 9140 











Export Department——24 Stone St., New York City 


_New York Showroom: 832 Marbridge Bldg. 
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IN STOCK IN STOCK 


Smart, New Sandals that Ap New York's best offerings. 

the best-dressed women of ( \ | Unsurpassed for their style 

America are wearing. VI authenticity and selling fea- 

They ll show you the way re | \ tures. See them on your 

to profit and prestige. } \ | Wy visit to New York during 
¥ the week of May 23. 


No. 1065—P a tent Open | d ir No. 1026—Patent sandal, 
Shank Sandal, high grade Hil) high grade turn. Kid lined. 


turn. Kid lined. Round , ii] Round toe. 14/8 Cuban 
toe. 20/8 Spike heel. $4.50 | 


A-4 to 7 No. 1027—Same with 14/8 
eee SOE: wccosvces $4.50 
High-Grade B-3 to 7 
Turns C-244 to 7 


No. 1025—Same with 20/8 


No. 1099—Patent Open 
Shank Sandal, high grade 
turn. Kid lined. Round 
toe. 20/8 Spike heel. $4.50 








No. 1076—Same with 14/8 


Cuban heel 
No. 1251—Patent Semi 


P Open Shank sandal. High 
No. 1080—Same with 9/8 grade turn. Round toe. Kid 


Flapper heel 5 lined. 20/8 Spike heel. $4.50 





No. 1081—Same with 1080 


“IF IT’S NEW, SAKS HAS IT” 





& 
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There is only 
ONE 


DEAUVILLE SANDAL 


Reg. Trade Mark 


SOLD ONLY BY 


THE GOLO SLIPPER COMPANY 


MAIN OFFICE BRANCH SALES OFFICE 
129 DUANE STREET 1634 REPUBLIC BLDG. 
NEW YORK CHICAGO, ILLS. 














| ; | Vanity Ornaments 
Now Showing ‘| Will Be Displayed 


at the 


In Our 
New Suite BROOKLYN STYLE SHOW | 


634-6-8 MARBRIDGE BLDG. Room 1559 


HOTEL COMMODORE 
Our Latest 


pg for A complete new line of leather 
the Season bows and ornaments for early 
fall shoes. Many of the styles 


Featuring upper materials for eve- to be displayed at the show will 
ning wear — boudoirs — woven carry VANITY ornaments. 


sandals as only Jefferson can display. Make it your business to see 
them when you’re here. 


JEFFERSON IMPORT CO., Inc. 
47 West 34th Street, New York 
MARBRIDGE BUILDING 




















1261 Atlantic*Ave., Brooklyn, N. Y. 











14, 1927 § May 14, 1927 BOOT AND SHOE RECORDER 


— 











“KNIGHTS OF THE Roap” know from experience it pays to wear 
boots with lacing hooks a man can lace in a split second in the 
dark. Lacing hooks are a practical.addition to any shoe and 
prove that the shoes were made for the wearer’s convenience. 


And there are at present in the United States 
approximately 1,000,000 traveling salesmen. 


Are you getting their trade? 


v 


When you order, specify visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SMOE MACHINERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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COURT DECISION 


Sustains Arch Preserver Shoe Claim 


° ° ° 


DECISION HANDED DOWN BY CHIEF JUSTICE 

MARTIN AND ASSOCIATE JUSTICES ROBB AND 

VAN ORSDEL, COURT OF APPEALS OF THE DIS- F 
TRICT OF COLUMBIA, ON APRIL 4, 1927, SUSTAINED THE 
CLAIM OF THE TRUSTEES FOR ARCH PRESERVER SHOE 
PATENTS THAT CHARLES H. BROWN IS THE INVENTOR 


OF THE METATARSAL ARCH SUPPORTING FEATURE IN C 

SHOES, ONE FORM OF WHICH HAS BEEN FEATURE OF 

THE ARCH PRESERVER SHOES. ( 
@ ry @ A 

The numerous attacks that have been made on the Arch Preserver Shoe Patent P 

situation are well-known to the shoe trade. Excerpts from the opinion of the te 

Court of Appeals, District of Columbia, given on the opposite page, will serve B 


to illustrate the position which the Courts have taken in respect of the Arch 
Preserver Shoe Patent situation. 


« ° ° 

h 

The Arch Preserver Shoe manufactured for women, misses and children by B 
the Selby Shoe Company, Portsmouth, Ohio, and for men and boys by E. T. M 


Wright & Co., Rockland, Mass., has been so favorably received by the shoe 
dealing and buying public that these two companies are looked upon as 
leaders who have created and are supplying a new and special shoe field. 

* | « 6 


The special features of Arch Preserver Shoes have been under attack from 
many sources, by similarity of name, similarity of shank and metatarsal con- 
struction, etc. ‘The shoe-buying public in many instances has become confused 
and in some instances court action has been necessary to protect the Arch Pre- 


server Shoe franchise of dealers against the misrepresentation made to the B 
public by infringing dealers. Where such court action has been necessary, it ce 
has been taken and the courts have sustained the Arch Preserver Shoe s€ 
Trustees’ claims. al 
° ° ° 
The position of the Trustees is that the Arch Preserver Shoe Patent claims T 
are not limited to any particular feature or features, but embrace rather a fc 
complete method of shoe construction, the elements which represent additional th 
manufacturing costs for extra materials and extra labor as definitely as they m 
represent manufacturing, selling and wearing superiorities. 
° * O 


The final decision of The Court of Appeals at Washington, D. C. (being the 
Court of last resort in matters of this nature), in substantiation of the claims 
of the Trustees for the Arch Preserver Shoe Patents is printed in part on the 
opposite page. 

f 





os 
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The Decision of the Court 





IN THE COURT OF APPEALS OF 
THE DISTRICT OF COLUMBIA 


Frederick P. Marx 
Appellant 
‘ai No. 1935 Patent Appeal 


Charles H. Brown 





(Before Martin, Chief Justice, and Robb and Van Orsdel, Associate Justices, Daniel L. Morris, 
Attorney for Brown.) 


“Appeal from a decision of the Commissioner of Patents in an interference proceedings affirm- 
ing the decision of the Examiners in Chief and awarding priority of invention to the party 


Brown * * * 


* * * The gist of the inventory resides in ‘means interposed between said insole and wearing 
sole for forming a thickened area corresponding with the location of the metatarsal arch of the 
human foot when wearing said shoe.’ The Examiners in Chief found that an earlier patent of 
Brown disclosed this invention and that, as this patent antedated the earliest date claimed by 
Marx, Brown was the prior inventor. 


* * * An examination of the record convinces us that the Commissioner was fully justified in 
holding that the claims of the issue read on Brown’s prior patent. * * * 








To Defend All Rights 


Because of their knowledge of the art and the favorable outcome of their legal 
controversies up to date, the manufacturers and the inventor of the Arch Pre- 
server Shoe are fortified in their opinion that the Arch Preserver Shoe Patents 
are sound and valid and that the courts will protect them against infringement. 


The manufacturers and the inventor of the Arch Preserver Shoe will, there- 
fore, continue to protect their patent rights and the rights of their dealers in 
the future as they have in the past and will avail themselves of every legitimate 
means to accomplish this result. 


Trustees for The Arch Preserver Shoe Patents 
Charles Henry Brown, Inventor 

Mark W. Selby for the Selby Shoe Co. 

James A. Munroe for E. T. Wright §& Company 


|S SEE SEREREROSOSOESORBBOBREREBEBEOESE TE 1 
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profit. 








Laces. Only a detail—you say. They are. But your suc- 


cess is measured by the attention you give to details. 


Your customers expect good laces with good shoes. In- 


ferior laces endanger your reputation for quality. 


For better looks, for better wear—for better business, fea- 


ture Cordo-Hyde Laces. They mean more sales—more 


A word to your manufacturer will make Cordo-Hyde Laces 


regular equipment in your shoes. 


O. A. MILLER TREEING MACHINE Co. 


~ 


A small item 


BUT 
an important one 


SHOE TREE DIVISION 
BROCKTON, MASS. 
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RE you in tune with 


Youth? 


Is your stock of women’s ( 
footwear profitably play- ‘ 
ing up to this fast-stepping 


generation? Are you brilliantly lead- 
ing the band with Munroe Shoes? 


Any merchant in any community can 
duplicate the success of our dealers in 
capturing the so-hard-to-hold trade of 
youthful-minded women. Munroe 
styles clinch their fancy and hold it for 
repeat orders. 


Pa} [unroe Shoe | ompany \nc. 


AUBURN, MAINE 
Boston Office 
139 Lincoln Street COME TO 
BOSTON 


Heart of the 
Shoe World 


| JULY 5-6-7 














THE LIDO 


PICTURE THE PROFIT 
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Ss C:H-ALDEN COMPANY 
a Designers aiid 1 Makers of Mens Fine Shoes 











THE “DUNKIRK” 








INTRODUCING THE “DUNKIRK” 


The accepted symbol 
of the Welt Process is stamped on ; m 
the soles of our shoes, in the shank § * 








== Boston Office: ONigh Stret —«_it 
Tactory and Executive Oftices 


Ca 7 Amidon, MASS. 
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The Deauville 
sandal idea is tre- 
mendously popular. 


The “Juverna” here il- 
lustrated is offered as a re- 
finement of the Deauville 
sandal, having all of the latter’s 
easy sandal character in a daintier 
form which will match the most deli- 
cate costume. 


We have made this sandal with a narrow center 
strap, the material being white basket woven satin. 

A saddle and heel cover of black and white basket 
woven satin add a contrasting note which makes this 
little sandal number as pretty as it is practical. The last is 

No. 261—the heel a 19/8 full spike Louis. 
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CUSHMAN HOLLIS CO. BOSTON OFFICE, 
AUBURN, ME. ALBANY BLDG. 








a) 


In Stock—ready to ship 


LOUISE—Stuck No. K-200 
Price $5.00 
“Foot Friend’’ two button ebony glazed 
kid. 14/8 leather heel, 1/8 Wingfoot 
top piece, Goodyear welt. 


LOUISE—Also carried in two button 
patent chrome. 
Price $5.00—Stock No. P-250. 


Not in Steck—but quickly 
available 


STURDY—a smart new Foot Friend 
model—clever as anything you will see 
this seasen. 


BOOT AND SHOE RECORDER 


FOOT FRIEND SHOES 


Inspire Confidence and Sales 


FOOT FRIENDS are an inspiration—to the 


customer and to the merchant. 


They have a cleverness and smartness that 
strike a new note in popular-priced footwear— 
that captivate the feminine imagination—bring 
the buying instinct right into action. 


Women know style when they see it—and they 
know VALUE. And they have been quick to 
see that Foot Friends combine both style and 
value in an unusual degree. 


That’s why merchants everywhere are finding in 
this exceptional footwear a new magnet to fast 
sales and splendid profits. 


A Foot Friend Courier is now in your terri- 
tory with the season’s new models. Welcome 
him—for he brings you footwear that inspires 
confidence—wins customers—makes your cash 
register work overtime! 


THE LAPE & ADLER CO. 


Makers of “‘Foot Friend Shoes” 
COLUMBUS, OHIO 


“FOOT FRIEND” COURIERS 
Dunbar Archer G. Hoyt. Phil Miller 
A. P, Richards 
Jack Spurlock 
Tom Talbott 
J. C. Thomas 


yG 
J. O. Friedauer 
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Better 


It pays to take the Baby Shoe Busi- "As a builder of more business 


ness seriously—for it is the founda- 
tion of profit in any Children’s De- 
partment. 


The business of making Ideal Baby 
Shoes has become the largest in its 
class, merely because more and 
more merchants have found profit 
and wonderful trade-building power 
in something they used to consider 
a bothersome side-issue. 


among mothers—as a “feeder” for 
your Children’s Department, you 
should look into the Ideal proposi- 


tion. 


Latest illustrated Price List, showing 
a complete line of Baby Shoes up 
to and including shoes for 3-year- 


olds, on request. 


Mrs. Day’s Ideal Baby Shoe Co. 


Danvers, Mass. 


CHICAGO 
325 W. Jackson Blvd. 


Little 


Shoes 


NEW YORK 
387 4th Ave. 


Not 


Are 











Made 
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NOT A SUBSTITUTE 


CONOMY Reinforced Insoles are leather 
insoles reinforced with canvas, thus insuring 
the retention of the original shape of the shoe. 


Pry 







A shoe retailer recently exhibited in his win- 
dows samples of the various materials used 
in his shoes. Among these were Economy 
Insoles with a sign “All Leather In- 
soles.” This was one of his talking 
points. Is it one of yours? 


ONG0. 2 


of a Series 








ECONOMY 


INSOLE CHANNELING 
MACHINE — MODEL B 
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HE Economy Insole Chan- 
neling Machine—Model B, 


varies only slightly from other stand- KOO) b 4 
ard channeling machines, its basic 
RYO) BSR 


principles being the same. Two lips are cut 
in the insole, which form a solid rib to sew to. 


‘United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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BARKER BRAND 


@ HUNTINGTON SHOE and LEATHER CO. ® 
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NETTLETON 
SHOES 
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The Kenworthy 
Stock No. 084 











White Buck Lace 
Oxford with Tan 
Calf Trimmings. 


“IN-STOCK Cc cosnsennnenee’ si 
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There’s a net profit in every pair 





The men who buy and wear Nettleton Shoes represent the 
most desirable trade in your city. Nettleton’s prestige 
plus styles like the “Kenworthy” are what attract them. 
Nettleton Quality and Service are what hold them: 









If there is no~Nettleton dealer in your city and 
you want to build up a permanent high grade 
and profitable clientele write for details of our 


{Kacal Merchandising Co-operative Plan. 





Elliot 
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A. E. NETTLETON CO. ; 


H. W. Cook, President ; Gri 
SYRACUSE, NEW YORK ae 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


UNIUS SCYCLE, who travels the 

South for the Washington Shoe Co., 
of Lynn, is in Europe, gathering in 
news of styles. He is due back home 
in June, when he will help to prepare 
a new sample line, to be displayed at 
the Boston show, July 5-7. 


HE Ault-Wil- 

liamson Shoe 
Co. of Auburn, 
Me., and St. Louis; 
Mo., announces the 
addition to its sales 
force of four men 
—Edwin A. Pan- 
kau, Roy Hodge 
and J. Frank Hol- 
lingsworth, in the 
St. Louis Division, 
and Russell L. Col- 
lins in the Auburn 
Division. Mr. Pan- 
kau, who will 
travel in Oklahoma and _ northern 
Texas, was formerly with the Peters 
Branch of the International Shoe Co. 
at St. Louis. 


Edwin A. Pankau 


USSELL L. COLLINS is one of the 

four new men on the sales force 
of the Ault-Williamson Shoe Co., and 
will sell Constant Comfort and Con- 
stant Style footwear to the shoe 
merchants of Maine, New Hampshire, 
and Vermont. 


LLIOTT LA 

MONTAGNE 
recently made con- 
nections with the 
Menihan Co., and 
will travel New 
England and New 
York State for this 
concern. Mr. Mon- 
tagne formerly 
traveled for the 
M. A. Packard Co., 
and prior to that 
for about ten years 
was with Wall- 
Streeter Shoe Co. 
He has a wide circle of friends in the 
trade. 


Elliott La Montagne 


ILLY SULLIVAN, of T. J. Sulli- 
van Co., is traveling with a new 
summer sample line, the big city cir- 
cuit, as far as Chicago and St. Louis. 


HE Forbush Shoe Company, North 
Grafton, Mass., has announced the 
election of L. C. (Lou) Hart as vice- 
president and general sales manager. 
“Hartie” will represent his new firm in 
New York, Boston, Philadelphia and 


By HELEN M. HANEY 


Cleveland, and in other cities as special 
representative, with headquarters in 
New York City, the office location to be 
announced later. Mr. Hart needs no in- 
troduction to the shoe trade. He is 
well known from coast to coast, both 
for his long service with Krippendorf- 
Dittmann Co. of Cincinnati, and more 
recently as president of the Boyden 
Shoe Co. in Newark. His popularity 


and ability have brought him to a place 
of high distinction in the industry, and 
his wide circle of acquaintances will be 
interested to learn of his affiliation 
with the Forbush Shoe Co. 


L. C. Lou Hart 
Vice-President and General Sales 
Manager of The Forbush Shoe Co. 


OMMY LA LONDE, president 

of La Londe-Clarke, Inc., Roch- 
ester, is now out on the road with some 
brand new shoe creations for the 
young folks, on which he is meeting 
with a fine reception. “Tommy’s” 
partner is Treasurer “Rush” Clark, 
sales and advertising manager, who 
also has charge of the office. “Tommy” 
La Londe covers the big accounts in 
New York, Philadelphia, Detroit, 
Cleveland, Pittsburgh, and Cincinnati. 
Fred B. Percy covers New England; 
Eugene Bailey, the North, Middle West 
and West Coast, while Joseph A. Brady 
covers the Southeast. 


ARRY M. ROSENBERG of Pas- 

saic. N. J., who for the past twelve 
years has represented the Bond Shoe 
Co. of New York, in New Jersey and 
New York territories, is dead. He was 
suddenly stricken with appendicitis, 
rushed to a hospital and his appendix 
removed. Peritonitis followed, from 
which ‘he failed. to rally. 


R. CAHILL, sales manager of the 

* Airmail Shoe Co., Cincinnati, is 
hiring new shoe travelers these days, 
and will soon have 25 on the road cov- 
ering the country, with this new, in- 
stock line. The Airmail Shoe Co. is a 
recently formed branch of the United 
States Shoe Co. 


ACK BLUM- 

ING, one of 
the high-grade 
salesmen traveling 
out of New York, 
for ten years hav- 
ing represented the 
Bradley Shoe Co. 
of Haverhill, 
Mass., recently 
joined the sales 
force of the Mun- 
roe Shoe Co., Au- 
burn, Me., with 
territory compris- 
ing New York 
City, the Hudson River section and 
New Jersey. Mr. Bluming was obliged 
to leave the Bradley connection on ac- 
count of its recent consolidation with 
Goodrich, now the Bradley, Goodrich, 
Inc., and having for some time known 
and admired the Munroe Shoe Co.’s 
line was successful in effecting ar- 
rangements to represent this house. 
Mr. Bluming has been in his territory 
calling on the trade for Munroe Shoe 
Co. now for about three weeks; he be- 
gan sending in business the very first 
day he was in his territory, and the 
orders which he has booked since proves 
that he likes his line and the house 
whose shoes he sells. ° 


Mack Bluming 


S. SAND- 

* ERS, one 

of the high-power 
salesmen of the 
Northwest, re- 
cently joined the 
sales force of the 
K rippendorf- 
Dittmann Co. He 
will cover North 
and South Da- 
kota, the greater 
portion of Min- 
nesota, and north- 
ern Wisconsin for 
this house. Mr. 
Sanders is an experienced shoe trav- 
eler, having built up a splendid repu- 
tation in the Northwest. “In fact,” 
says Vice-President Frank X. O’Brien, 
“he is one of the very best salesmen in 
that section. Mr. Sanders formerly 
sold another Cincinnati line for a pe- 
riod of years, and we welcome him as a 
valuable addition to our selling organ- 


CG. S. Sanders 
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ization. We can tell you, in all sincer- 
ity,” continues Vice-President O’Brien, 
“that Mr. Sanders is one of the highest 

ade salesmen, and does as finished a 
job as the writer has ever known about 
in his own 20 years’ experience in the 
selling game. Mr. Sanders has the re- 
spect of the traveling fraternity, as 
well as that of the retail shoe mer- 
chants.” Mr. Sanders planned to start 
on his territory about May 15. 


' 


HIS is Tim 

Murphy, who 
has recently had 
extra territory 
added to his rep- 
resentation for 
the Green Shoe 
Manufacturing 
Co. of Boston. 
Tim will now 
cover Pennsylva- 
nia, in addition 
to New York 
—. Dy one 
of the good mer- 

Pe Sy chandising coun- 
sellors of the retail shoe merchant, and 
is rolling up good accounts for his 
house on their line of shoes for the 
little folks. 


OHN J. WHA- 
LEN, past 
president of the 
Boston Shoe 
Travelers Asso- 
ciation and Penn- 
sylvania Shoe 
Travelers Asso- 
ciation and pres- 
ent president of 
the Brockton City 
Council, formerly 
representing 
Weber Bros. Shoe 
John J. Whalen Co., recently 
signed up with 

Freeman Shoe Co., and the Freeman- 
Beddow Shoe Mfg. Co. of Beloit, Wis., 
and is now covering all of New Eng- 
land in his Hudson car. His first run 
was down through Connecticut, and 
next he will start in on Boston, and 
will cover the entire State—then New 
Hampshire and Vermont. Mr. Whalen 
will also cover Pennsylvania, his old 
territory, which he has traveled for the 


Here are the members 
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last fourteen years. He says that he 
has about 20 styles for at-once deliv- 
ery. He also says that his line is popu- 
lar priced, and that he has some at- 
tractive tan shades, as well as styles 
with tap soles and alligator trims—all 
young men’s styles. “Jake” is a firm 
believer in association work and has 
attended ten out of the twelve N. S. 
T. A. Conventions. He intends to have 
a banner printed with a facsimile of 
the trade marks of his new lines. ‘The 
Freeman Shoe Mfg. Co. is the company 
of which Frank J. Larkin, prominent 
in N. S. T. A. progress, is secretary. 


Frank J. Weber, 


Secretary, Cincinnati Shoe 
Travelers’ Assn. 


PRANK J. WEBER of 1569 Larry 
Avenue, College Hill, Cincinnati, a 
past president of the N. S. T. A., suc- 
ceeds William K. Harrison as secretary 
of the Cincinnati Shoe Travelers’ As- 


sociation. Mr. Harrison was obliged 
to relinquish his duties.as scribe for 
the boys in the big Ohio city, on ac- 
count of his change in business con- 
nections, which necessitated his leaving 
the Cincinnati market. He now repre- 
sents the Samuels Shoe Co. of St. Louis. 


W. WILLIAMSON of Columbus 

* has recently made arrangements 

with the Churchill & Alden Co. to cover 

New York State and Michigan for this 
house. 
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E. COOPER, who covers New 
¢ York State and New England 
for Churchill & Alden Co., Brockton, 
Mass., is now on a three weeks’ trip 
over his territory, showing the many 
new creations in this line for fall in 
heavier leathers, and in “snappy” pat- 
terns. Mr. Cooper believes that it will 
be a 50/50 proposition as to the de- 
mand on blacks and tans for the 
months just ahead. 


HARLES W 
MORRILL 
president of the 
ms OB Xe A, Tolt 
Boston recently 
on a month’s trip 
to the jobbing 
trade of the coun- 
try. Mr. Morrill 
sells the output 
of the Durand 
Shoe Co. He will 
travel as far 
south as Atlanta, 
Ga., then up to 
St. Louis and 
Chicago. Mr. 
Morrill sells women’s McKays, exclu- 
sively to the big buyers, including 
wholesalers, chain stores and mail or- 
der houses. While on his rounds he 
will visit every N. S. T. A. local. 


"TRE second payment on the N. S. 
T. A. group insurance policies is 
now overdue. The thirty days of grace 
expired May 1. Delinquent policy hold- 
ers who do not wish to forfeit their 
rights in passing on the amount of 
their policies to their beneficiaries, 
should immediately get in touch with 
National Secretary T. A. Delany, 183 
Essex Street, Boston. 


Charles W. Morrill, 
Pres. of N. S. T. A. 


MONG those shoe travelers who at- 
tended the recent shoe styles con- 
ference of the allied trades at the Hotel 
Astor, New York City, were: Frank 
B. King, chairman of the N. S. T. A. 
style committee. Mr. King is vice- 
president and sales manager for Wil- 
liam Goldstein Shoes, Inc.; Charles W. 
Evans, who represents La Valle & Lo 
Presti; P. J. Watson of E. P. Reed & 
Co.; Robert Emmett, Jr., with the Wat- 
son Shoe Co., and the national secre- 
tary, T. A. Delany. 
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L.F. Dommerich & Co. 
Factors 
General Offices, 254 Fourth Avenue 


Netw Dork 


We.sorve manufacturers and merchants by 
discounting and guaranteeing lhetr saled, 
thereby creating «noreased capital eliminaling 
wishes anal frovrnilionagy anlanvited dlovdlofienent 











\\“She walks in beauty,” 
| “ATHENS” 


MODEL 3344 


ANOTHER EXCLUSIVE 
BRAUER CREATION 


THE GRACE AND BEAUTY OF OLD MAS- 
TERS, IN MODERNIZED FORM, !S MANI- 
FESTED IN THIS GRECIAN STRAP SANDAL 
OF BLACK PATENT LEATHER. RED KID 
PIPING AT ALL SEAMS, VAMP AND STRAP. 
JEWELERS’ RED ENAMEL BUCKLE. 400 
LAST. 20/8 SPIKE HEEL. 


NOT CARRIED IN STOCK 
MADE ON ORDER ONLY 


ALSO MADE IN ALL LEATHERS» 
AND FABRICS NOW IN VOGUE 


BRAUER BROS. SHOE.@. 


ST. LOUIS, U. S. A. 
Fashioners of Women’s Novelty Shoes 
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This Story in Pictures Shows How 
Robin Hood Draws the Crowds =” 


HAT a crowd of happy children saw 

\ the free Robin Hood Show given by 

Miller’s at Knoxville, Tennessee! 

Every one of them became a real booster for 

Miller’s and for Robin Hood Shoes. Can’t 

you just see these happy kids begging their 

fathers and mothers to buy them Robin 

Hoods? And you know what powerful 

sales factors the children are in the buying 
habits of parents! 


Robin Hood Shows with the children’s favorite actor, 
Douglas Fairbanks, have been proven the greatest mer- 
chandising proposition for selling shoes that merchants 
have been offered for years. Hundreds of them have writ- 
ten us that this show has not only increased the sale of 
Robin Hood Shoes, but the sales of the entire shoe depart- 
ment, as well. 





Here they are! Lined up in front of Miller’s. at Knoxville, 
Tennessee, waiting for tickets to the free Robin Hood Show. 


Write us right away and tell us when you want to show 
this wonderful film, so we can arrange with the film com- 
pany to book it for you. Central Shoe Company goes 50-50 
with you on the cost of the film and supplies all the souve- 
nirs and advertising free. 
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Look at this crowd of happy youngsters waiting for more about GENTRAL SHOE Go. W 
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is “On!” 


“Play the Game” With Rubber Soles 


Salesmen’s Teams, Organized Baseball Fashion, 


Make Double and Triple Pair Sales 


GAIN we stand on the threshold 
A of the season when canvas 
shoes are purchased by a vast 
number of people who desire a soft, 
comfortable shoe for sport or semi- 
sport wear. Whether it be for 
tennis, yachting, mountain climbing, 
or some of the less active forms of 
recreation, these people are all seek- 
ing a type of shoe that is adapted to 
giving them the most foot comfort 
in whatever form of outdoor recrea- 
tion they prefer. 


ERE is a big opportunity for 

the progressive retail shoe 
merchant and his scientific sales- 
force to sell more pairs. The pro- 
gressive retail shoe merchant is ever 
“listening in’ to what his brother 
merchants are telling the public, and 
is ever readapting this message to 
suit the seasonal demand. As an 
illustration of the case in point: On 
April 1 the Wetherby-Kayser Shoe 
Co. of Los Angeles inaugurated a 
highly successful “Slipper Festival” 
as a means of boosting its sales for 
that month. On March 24 the sales- 
force was assembled and told that 
“the baseball season was to open 
April 1,” and that the Wetherby- 
Kayser Shoe Co. League would be 
made up of the Pasadena, Hollywood, 
Flower Street and Ambassador 
shops, known as “All Stars”; Broad- 
way store, known as “Red Sox,” and 
Seventh Street store, known as “No 
Sox”; that the standing of the clubs 
would be posted daily and the win- 
ning team would capture the attrac- 
tive twelve-foot pennant, prominent- 
ly displayed in the store. Captains 
of the teams were immediately 
elected by the salesforce, and “the 
game was on,” with so much en- 
thusiasm that double and triple sales 
were made, and the store’s business 
increased accordingly. 


HY not start a “Canvas Rub- 
ber Soled Shoe Festival” or 
“game” in your store and sell a pair 
of these practical shoes with every 
pair of walking or party shoes called 


for by the public? This is the time 
of the year when the spirit of sports 
is fairly bubbling over in the blood 
of the boys and girls on the store’s 
salesforce. Give them an _ indoor 
game to sell more outdoor sport 
shoes, and they will “knock many 


This is the new Rajah, unvulcanized 
crepe rubber soled, canvas shoe 


home runs,” with double and triple 
pair sales, that will keep the floor 
manager busy recording the hourly 
scores on the bulletin board. This 
bulletin board, by the way, should be 
placed in plain sight of the salesper- 
sons so that when off duty they can 
see for themselves at a glance the 
glory they are getting, or their need 
for renewed action. 





(Suggestion for a Canvas Rubber Soled 
Shoe Window Card) 


THINGS A BOY 
NEEDS FOR CAMP 


Here is a list of the essential 
equipment required at most camps: 

Canvas rubber soled shoes. 

Rubbers. 

Rubber boots. 

Pair of old leather shoes. 

One dozen pairs of sox. 

Two pairs of khaki shirts. 

Two khaki, or wool blouses. 

Sweater. 

Three white sport shirts. 

Bath robe. 

One raincoat. 

Bath towels and toilet articles. 

One dozen handkerchiefs. 

Laundry bag. 

Two sweat shirts. 

Three heavy blankets. 

Three single sheets. 

Two pillow slips. 

All articles should be plainly 
marked with the full name of 
owner. 














ULTIVATE the thought in the 

minds of the public, through 
window trims, interior displays and 
newspaper advertising, that the can- 
vas rubber soled shoe is a summer 
footwear necessity for every man, 
woman and child. Tell the customer 
that no matter how many pairs of 
shoes of different types he buys, 
there should always be a canvas rub- 
ber soled shoe in the footwear ward- 
robe. If your window or interior 
space will permit, feature living 
models, dressed in the new colorful 
and popular cotton print gowns, and 
shod in canvas rubber soled shoes. 
The summer camp movement is 
growing. Talk about it! A minia- 
ture tent, with figures of a man, wo- 
man and child shod in canvas rubber 
soled shoes, will help. Window cards, 
interior signs and sections of news- 
paper copy—with the merchandise, 
or a cut of same nearby—should 
read: “Canvas Rubber Soled Shoes 
—A Summer Footwear Necessity 
for the Whole Family.” 


N presenting your new canvas 

rubber soled shoes to the folks 
in your community, talk about their 
good wearing and good fitting quali- 
ties; talk about their “smart” and 
cool characteristics; their  sure- 
footed tread. 


NOTABLE aid in fitting canvas, 
crepe rubber soled shoes of this 
type has recently been contributed 
to the industry by the Alfred Hale 
Rubber Co., who, in their new Rajah 
canvas shoe, have invented something 
“different.” They claim for this 
shoe that the springy softness of its 
pure, unvulcanized, crepe sole, com- 
bined with its many other good qual- 
ities, makes for real recreational foot 
comfort. It is also claimed by the 
makers of the Rajah Canvas Shoe 
that it is made on a modern shoe 
last; that its widths range from B 
to and including F; that it absolutely 
fits the foot, and that greater com- 
fort, greater wear, and exceptional 
lightness are thereby insured. 
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ROCHESTER 


SHOES 


26 STYLES 
a2. 18 6FOCK 


@683—White Kid 
682—Patent 


ae 29 66 29 684—White Calf 
Althea Araby 26S—Parchment Kid... 
Goodyear Welts 


774— Patent 
764—Parchment Calf... 


660—White Calf 78 Goodyear Welt 
565—wWhite Calf 7 179—White Calf with 
6é 
Lark’’ 





White Grain Calf Trim. .85.00 


70O9—Parchment Calf 
(Brown Kid Piping) .....$4.75 


733—Gun Metal Calf... 4.50 


708—Patent Leather 
(Parchment Calf Piping). 4.50 


735—White Calf 573—Black Satin 
572—Patent Leather... 4. 238—Patent Leather 
57656—White Kid....... 4. . — a Vee 
258—Parchment Kid... 5.00 
































SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 


New York Office: 612 Marbridge Bidz. Oakland, Cal., Office; 424 Belview Ave. 
B. W. MOYLAN H. 8. KUSHINS 

Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East Sth Street 
A. F. JENKS Cc. E. VanDEGRIFT 





Chicago Office: Majestic Hotel 
F. J. SATEK 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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Oregon Shoe Retailers Form New 
State Association at Portland 


Plan Convention During 


Buyers’ Week and Series 
of Weekly Luncheons 


PORTLAND, ORE.—The Oregon Shoe 
Retailers Association has been formed 
here, with J. H. Reinhart, of the Stai- 
ger Shoe Store, as president. Other 
officers are L. J. Bodungen, of the 
Walk-Over Boot Shop, vice-president, 
and Geo. D. Williams, of the Florsheim 
Store, treasurer. 

A one-day convention of shoe deal- 
ers is planned here during Buyers’ 
Week, at which time more permanent 
officers will be elected and the organi- 
zation extended to other parts of the 
State outside Multnomah County. The 
weekly luncheon plan has_ been 
adopted. 

“Oregon has been the only State in 
the union where shoe men have been 
without an association,” declared Will 
A. Knight, a leader in the movement. 
“Shoe men must keep abreast of the 
times. Economy and efficiency in busi- 
ness are needed if the public is to get 
the right return for its money.” 


E. B. Belheumer Resigns 


New YorK—E. B. Belheumer, well- 
known style man and shoe buyer of 
Bloomingdale’s Department Store, 
New York, has announced his resigna- 
tion from the store staff to take effect 
at once. 

Mr. Belheumer before his connection 
with Bloomingdale was shoe buyer for 
the Edward Malley Company of New 
Haven. Previous to that he was with 
Oppenheim-Collins at New York. 

He has announced that he will take 
a short vacation before stating his 
plans for the future. 


Mack Opens Shop 


CoLuMBus, OHIO (UTPS)—Norman 
0. Mack, operating a leased shoe de- 
vartment, carrying “men’s footwear 
exclusively, has onened The Macdonald 
Shop for Women at 21 South Third 
Street. Mr. Mack formerly overated a 
similar department with the Mac- 
Donald Shop at Gay and High Streets, 
which was destroved by fire about five 
months ago. He was put out of busi- 
ness temporarily by the fire, but is 
again started with an attractive shop 
in the rear of the millinery depart- 
ment. All cases are kept from the 
view of customers, and an atmosphere 
of daintiness abounds. He handles the 
Cousins and other high-grade lines of 
women’s shoes. 











Illinois Convention in June 


In a recent issue we inadver- 
tently named the dates of the 
coming convention of the Illinois 
Shoe Retailers Association at 
Danville as July 20, 21 and 22. 
The proper dates are June 20, 
21 and 22. President W. J. Craw- 
ford reports considerable prog- 
ress on the convention plans and 
predicts a record-breaking at- 
tendance. 

















Richmond Cinderella 
Boot Shop Enlarged 


RICHMOND, VA. (UTPS)—With en- 
larged interior and the addition of an 
Italian stucco front, the Cinderella 
Boot Shop, at 328 Granby Street, Nor- 
folk, Va., has taken another important 
step forward in offering women of the 
Seaside City one of the most attrac- 
tive shoe stores to be found in the 
South. 

The improved shop, which has been 
regarded as style headquarters for 
Norfolk women for some time, now is 
fitted with fixtures that blend perfect- 
ly and harmoniously with the high 
grade of merchandise in shoes and 
hosiery offered. Although the new im- 
provements have added materially to 
the shop, J. Swartz, manager, says 
that even further improvements would 
be offered in the way of fittings within 
the next week or so. 

The red stucco front, fitted with a 
Colonial light, now provides ample 
window space for displaying the new- 
est spring styles in shoes and hosiery. 
The artistically dressed windows al- 
ready have attracted wide and favor- 
able attention from the crowds of 
shoppers on Granby Street. 

Interior improvements are as unique 
as those apparent on the exterior of 
the boot shop. Newly papered and re- 
arranged with fittings that offer the 
shoppers every possible comfort, the 
store is regarded as one of the most 
modern that occupies the 300 block of 
Granby Street. 


New Store for Harlingen 


HARLINGEN, TEX.—Pupkin Brothers, 
who operate dry goods stores at Har- 
lingen and San Benito, Tex., are open- 
ing an exclusive shoe store at Harlin- 
gen, Tex. 





California Convention 
Only One Month Away 


Association Busy Formulating Un- 
usual Program for Meeting 


SAN FRANCISCO—“Throw away that 
blindfold” is the message being broad- 
cast by the committee in charge of the 
convention of California Shoe Retail- 
ers’ Association, to be held in the Hotel 
St. Francis, June 13, 14 and 15. Prep- 
arations for the best convention this 
association has ever held are going 
forward rapidly at headquarters, 422 
Pacific Building, under the leadership 
of Convention Manager F. A. Rittig- 
stein. 

“Here you will meet the leaders of 
the industry,” says one of the cam- 
paign folders just in the mails. “And 
you will go home with your eyes wide 
open to the needs and difficulties and 
opportunities for present-day merchan- 
dising. This will be a schooling as 
well as an outing for shoe retailers all 
over the West.” 


Shoemaker in Window 


PHILADELPHIA—In the center island 
window of the new Louis Mark shoe 
salon on Chestnut Street, a bench shoe- 
maker was employed all this week mak- 
ing shoes by hand. The window dis- 
play attracted much attention. The 
shoemaker worked on women’s high 
grade fancy shoes, many of them in 
bright colors. 


Two New Ward Stores 


NEW YORK—Two new stores were 
added to the John Ward chain here last 
Saturday, with the opening of units 
in the new Transportation Building, 
at Broadway and Barclay Street, and 
at 41 New Street. Both units are in 
the downtown section of the city. 
With these two new stores, there are 
now 11 Ward stores in operation. 


Priceman Opens New Store 


San ANTONIO—Gus B. Priceman has 
opened a shoe store at 110 Soledad 
Street, San Antonio, Tex., to be known 
as Priceman’s, Inc., and will open a 
second store next month which will be 
a suburban store selling juvenile shoes 
exclusively. 


New Beck-Hazzard Store 


NEw YorK—The Beck-Hazzard Shoe 
Company has signed a long-term lease 
on the store and basement at 877 
Eighth Avenue. 
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or Golf and Sport Shoes! 


No. 104 Box Sides 


Our new colored side leather is ideal for 
Golf and Sport Shoes. This leather is 
sturdy and mellow, and will stand hard 
usage. 
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The “Twin-Grip” 
Made of No. 104 
Box Sides by 
French, Shriner & Urner 
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American Hide & Leather Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 
AMERICAN HIDE &. LEATHER: CO., Lid. 


Northampton and Leicester, England, and Paris, France 


CALF AND SIDE UPPER LEATHER TANNERIES 


Lowell Chicago Sheboygan Ballston-Spa Curwensville 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 
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Celebrates Expansion 
with Dollar Sale 


OMAHA, NEB.—Hayden’s recently in- 
augurated the opening of a new and 
enlarged main floor family shoe de- 
partment with a mammoth sale that 
cleaned out every pair of 15,000 special 
shoes, purchased at a great concession, 
at $1 the pair. The sale was adver- 
tised exclusively in one of the leading 
local newspapers, and so great was 
the crowd that it was necessary to send 
a “hurry-up” call to the police station 
for thirteen additional officers to aid 
the eight already on the job. John 
Madden, president of Hayden’s, said 
that no sale since the establishment of 
the store in 1885 was so successful. 
The crowd began to arrive long before 
nine o’clock, and began to fight for 
first place at the doors. When the 


store was opened for business, the con- | 


sumer army surged in until one o’clock, 
when the sale was still “going strong,” 
and the store was literally jammed. 
Sixty retail sales people were not 
enough, many customers serving them- 
selves—and even the perspiring police- 


men lent a hand. At one o’clock, when | 


all of the 15,000 pairs had been prac- 
tically sold, E. R. Sherlock, of the shoe 
department, took footwear from the 
regular stock, ranging in value from 
$4 to $5, and put these airs into the 
dollar sale, so that no one would be 
disappointed. 

President Madden ran a three-quar- 
ters’ page newspaper ad after the sale, 
“By Way of Anvreciation,” showing a 
picture of the crowds on the opening 
day, and an excerpt from the news 
columns of the local paper telling 
about the sale. The ad stated that the 


Opening Special was only made possi- 


ble through the cash buying power of 
Hayden’s; that the discounts obtained 
by Hayden’s at the source were passed 
over to the consumer for this special 
occasion. The ad also “apologized” for 
not being able on this occasion to give 
regular Hayden service. 


R. W. Joy Transferred 


CLEVELAND (UTPS)—Robert W. Joy, 
formerly manager of the shoe depart- 
ment at Bedell’s, Pittsburgh, Pa., is 
now well organized in the Cleveland 
store of the same company. Mr. Joy 
is well known to the retail shoe deal- 
ers, having been on the road for 15 
years with Joy, Clark & Nier, of 
Rochester, N. Y. 

Mr. Joy reports an active year to 
date with straps and pumons, the big 
sellers. Parchments have been mov- 
ing well, but black patents, he says, 
have shown a considerable increase 
since Easter. 


New Shoe Stores 


E. E. Rabe, Owensmouth, Cal. 

John M. Harlan (“Harlan’s, the 
Men’s Store”), 217 N. Main Avenue, 
Sioux Falls, S. D. Formerly at Dell 
Rapids. 

Douglas Shoe Store, Plymouth, Mass. 
Walter Worcester, manager. 

The Bedell Company, Oakland, Cal., 
women’s shoe department. 

Seth Turoomiian, Fresno, Cal., shoe 
and repair shop. 

E. Ciarrocchi, Fairbanks, Pa., shoe 
department. 


| 
Stylecraft Store Opens 


CLEVELAND (UTPS)—The Emerson 
Shoe’s store, 1948 East Sixth Street, 
was opened up as the Stylecraft Shoe 
Store on April 7, 1927. This store 
handles an exclusive line of men’s $6 
shoes. It is still operated as a branch 
of the Emerson Shoe Corp. 

A. J. Burns is manager of the new 
store and has been with the company 
at this location for the past three 
years. 


New Family Store Opens 


in Rhinelander, Wisconsin 


RHINELANDER, WIs.—A new _ shoe 
Wis., known as the Modern Shoe Store, 
Inc., with L. C. Englert as president 
and R. O. Sommer as secretary-treas- 
urer and general manager. Mr. Som- 
mer has had twelve vears’ experienc: 
in the shoe business and is a graduate 
of the Scholl orthovedie school and the 
| American School of Practopedics and 
the National School of orthoproxy of 
the foot. 

The store carries a complete line of 

men’s, women’s, boys’ and children’s 
shoes, together with a women’s anc 
men’s hosiery department, with which 
Mr. Sommer has alwavs had good suc- 
cess. 
This store features correct shoe fit- 
ting and service. In the special chil- 
dren’s section, which has developed a 
big business, toys and souvenirs are 
given the little folks. 


Krupp & Tufily Picnic 


Houston, TeEx.—The Better Service 
Club of Krupp & Tuffly, big retail shoe 
store of the South, held its annual out- 
ing on May Day, with an attendance 
of 135, made up of members of ‘the 
club and their families. The outing 
took the form of a boat trip down the 
channel to Morgan’s Point, where a 
sea food dinner, bathing, and various 
sports were “pulled off.” A ten-piece 
orchestra furnished the music for danc- 





T. L. Evans of the Chamber of Com- 


the various industries en route. Other 
guests were: Hector Lynch, past presi- 
dent, and John P. Thomas, president 
of the Howard & Foster, Inc., Brock- 
|ton, Mass., and Clint Clark, represen- 
tative of the H. W. Merriam Shoe Co. 
of Newton, N. J. 

General arrangements for the outing 
were in charge of R. H. Woodard and 
D. A. Miller. Michael Murphy, T. M. 
| Scoggins, E. A. Bleakney and Mrs. 
Ruth Talley formed the entertainment 
committee. 
Music, J. H. Scoggins, Don Teachworth 
|and E. H. Parks. Refreshment: L. L. 
| Levy and C. W. Busby. Invitation: 
W. A. Nunez, Joe Weaver and Mrs. 
Don Farrell. 


F. & C. Give Up Store 


| 

| PHILADELPHIA—As @he Feltman & 
Curme Co. is unable to renew its lease 
here at a satisfactory figure, it will 
faa: its Market Street store 








June 3. The company will not te rep- 
resented in Philadelphia, for a while 
at least. 


Kuhlen Heads Boston 
Salesmen’s Ass’n 


Boston — Elmer 
A. Kuhlen, retail 
shoe salesman at 
A. H. Howe & 
Sons, Walk-Over 
Shoe Store, 170 
Tremont Street, 





store has been opened at Rhinelander, | 


ing aboard the boat during the trip. | 


merce was a guest, and gave a talk on | 


Other committees were: | 


was recently elect- 
| ed president of the 
Boston Retail Shoe 
Salesmen’s Ass o- 
ciation, Inc., of this 
city. Mr. Kuhlen 
was at one time 
treasurer of this 
organization. 

Mr. Kuhlen has specialized on scien- 
tific shoe selling and fitting for the past 
| ten years. He was formerly connected 
| with Rice & Hutchins, Inc., and later 
| with T. E. Moseley Co. For the past 
four years which he has been with the 
| Walk-Over folks, he has devoted the 
major portion of his time to the ortho- 
| pedic department: Mr. Kuhlen’s slogan 
for the association during his term of 
office will be “Greater Cooperation with 
Retail Merchant Employers.” The next 
meeting of the association will be held 
|}on Oct. 3. The programs for the year 
| will feature shoe and leather educa- 
tion. 

H. U. Kirwan of the H. H. Tuttle 
Co. was elected vice-president; R. W. 
Daley of Daley-Williams Co. was 
elected, for the fourteenth consecutive 
year, as secretary; R. F. Wright, or- 
thopedic shoe department of Jordan, 
|Marsh & Co., treasurer. Directors 
| elected are: Charles Reynolds, manager 
|of Washington Street Spencer Shoe 
Store; P. C. Wood, Walk-Over Shoe 
| Store, Tremont Street; J. P. Wyman, Jr., 
| with E. W. Burt Co.; H. E. Currier, 
| with Walk-Over Shoe Store, Tremont 
| Street; Burton Murley, Thayer Mc- 
| Neil Co.; Raymond Jordan, Walsh 
| Arch Preserver Shop; Paul Goodhue, 
| with the shoe department of the Gil- 
| christ Co. 


Elmer A. Kuhlen 


New Large Shoe Dept. 


CLEVELAND (UTPS)—Cunningham’s 
Cleveland store, 426 Euclid Avenue, 
| which opened March 17, 1927, has a 
well-directed shoe department in con- 
junction with the millinery department 
| on the second floor. A space 30 feet x 
| 100 feet has been allotted to the foot- 
wear division and a large amonnt of 
| window space is utilized. This depart- 
ment handles ladies’, misses’ and chil- 
dren’s shoes in nvrices of $3.95, $4.95, 
and $5.95. 

M. H. Silverstein is manager and 
| buyer of the shoe denartment. Mr. 
| Silverstein was formerly in the shoe 
| business at Warren, Ohio. 


‘New Coward Store Enlarged 


NEw YorkK—The Coward Shoe Com- 
| pany, which recently opened its first 
| branch store at 37 West Forty-seventh 
| Street, has been forced to take addi- 


| tional space in the building. The 
store was opened on the street floor, 
and now a 21-year lease has been taken 
on the second floor, as well. 
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Business Shows Some Gain 


Over Same Period in 1926 


Milwaukee Manufacturers 
See Trend Toward 
Darker Tans for Men 
This Fall 


MILWAUKEE, WIis.—Business_ condi- 
tions in Milwaukee have been up to 
expectations, according to the review 
of R. G. Dun & Co., which is substan- 
tiated also by the report of Milwaukee 
bank clearings, which showed an in- 
crease for April of more than $3,000,- 
000 over the same month a year ago. 
Shoe manufacturers report a healthy 
condition, and this business shows a 
slight increase with prospects in the 
line continuing favorable. 

The Weyenberg Shoe Manufactur- 
ing Co. enjoyed the best two weeks it 
has ever had, with the exception of one 
other week, in the last part of April, 
according to Robert J. Dempsey, and 
the business is moving along nicely 
with orders being received in good 
amounts. The orders from the men in 
the territories have increased to a good 
extent, recently, and mail orders are 
again increasing. For immediate de- 
livery the trade is taking the light 
shades of tan, but blacks are still 
holding much stronger than the com- 
pany anticipated. The trend for fall 
seems to be for darker shades of tan, 
and Mr. Dempsey is of the opinion 
that blacks will not be as strong as 
they were for the fall of 1926 on ac- 
count of the darker shades of tan be- 
ing made up. 

Darker shades of tan are most in 
demand at the Edmonds Shoe Co., as 
reported by William A. Edmonds, pres- 
ident, while light browns are moving 
in fair lots). Mr. Edmonds said that 
the business is very good and is run- 
ning ahead of last year. The Edmonds 
company is making up a lot of grain 
leathers for fall styles, such as Scotch 
grains and alligators, in both the tans 
and blacks. The dark browns will evi- 
dently lead in the market for fall, Mr. 
Edmonds said, and they should be bet- 
ter than blacks. 


Wholesale Sales Up 


NEw YorK—Wholesale sales of shoes 
in this district in March, 1927, were 
46.5 per cent larger than in February, 
1927, and 4.4 per cent greater than in 
March, 1926, the Federal Reserve 
Bank of New York reports in its May 
bulletin. 








Jefferson Import Moves 


NEw YorK—The Jefferson Import 
Company has vacated its old quarters 
in the Marbridge Building, and has 
taken much larger and more preten- 
tious offices on the sixth floor. The 
concern has at least three times the 
space it had before, and an attractive 
new showroom has been fitted up for 
the convenience of visiting buyers. Mr. 
Jefferson Bender, head of this organ- 
ization, feels that this move will en- 
able it to do greater iustice to its busi- 
ness, which has grown considerably 
durin~ the last few years. It is planned 
to introduce an extensive line of im- 
ported boudoir slippers for the fall 
season. This organization, incidental- 
ly, was one of the sponsors for the 
Deauville Sandal. 


Production Gain Shown by 
Thomson-Crooker Shoe Co. 


BostoN—Among the Boston facto- 

ries which have been showing encour- 
aging gains recently is that of the 
Thomson-Crooker Shoe Co. There has 
been comparatively little let-down in 
production between the.end of the 
early Spring run and the receipt of 
business for late Spring and Summer 
delivery. The bulk of the orders to 
date indicates a continuance of the de- 
mand for patent. Some of the darker 
browns predicted for Fall have been 
sampled with good results. 
* Incidentally, a rumor to the effect 
that the business might be liquidated 
as a result of the comparatively recent 
death of John M. Thomson, has been 
effectively repudiated by the formal 
statement signed by E. H. Cushing, 
secretary of the company. In this 
statement, Mr. Cushing points out that 
Charles R. Thomson, president, has 
been in complete charge of production 
since late in 1920; and that Buford H. 
Jones, vice-president, has had full 
charge of sales over the same period. 
All talk of liquidation is nonsense. 


Moore-Shafer Plant Sold 


ROCHESTER, N. Y. (UTPS)—The 
plant and equipment of the Moore- 
Shafer Shoe Company at Brockport, 
which recently liquidated, has been 
purchased by the Wise-Bundack Com- 
pany of this city, furniture manufac- 
turer. 

The new owners plan to remodel the 
shoe plant and have it in operation as 
a furniture factory by July 1. 





Flood Blamed for Dull 
Spell in Brockton Market 


BrockToON—Continued unseasonable 
weather and flood conditions in the 
mid-west are blamed for a further re- 
duction in output during the past fort- 
night, when shipments barely passed 
the 5000-case mark each week. Move- 
ment of better grades has not been as 
slow in many months, and even the 
shops turning out job shoes have been 
only moderately active. 

Particularly dull were the shops 
making the better grades of shoes. 
Manufacturers report continued cau- 
tious buying, and demands mostly for 
the less fancy shoes. There have been 
calls for blacks in good number, and 
conservative tans in the men’s lines, 
and the more popular shades of parch- 
ments, tans and some blacks in wo- 
men’s lines. Big city business in wo- 
men’s lines has been the one redeeming 
feature of the salesmen’s_ reports. 
Shoe men attribute some of the lull in 
buying to the after Easter season, and 
say improvement will come with a bit 
warmer weather. 

Cooperation now has been promised 
by every union of workers in the city 
regardless of trade or craft in the 
campaign being waged by the shoe 
unions and civic leaders to encourage 
the sale of Brockton-made shoes. 
Shoes are Brockton’s main product, but 
it is surprising to find that there are a 
good many shoes sold here which are 
not manufactured in the city. 

Practically every type of shoe is now 
being turned out in local factories, 
from the bootee for the infant to the 
comfortable shoe for grandma and 
grandad. Efforts are now being made 
to have local stores carry all of these 
lines to keep business in shoes strictly 
at home. The campaign has been 
taken even into the homes of workers, 
and helpful results are expected to fol- 
low almost at once. The whole com- 
munity is solidly behind the movement, 
which was started with the underlying 
motive of keeping all the local shops 
busy through the year. 


Haverhill at Boston Show 


HAVERHILL—Style show talk is in the 
air in the local industry and the “Slip- 
per City” is sure to have a large repre- 
sentation at the Boston Shoe and 
Leather Exposition at the Hotel Stat- 
ler, July 5, 6 and 7. The shoe men are 
lining up their sales campaigns to 
make a big drive in the Boston market 
in July. The salesmen will leave for 
their territories immediately following 
the Boston show. The shoe men do not 
attempt to forecast Fall and Winter 
business, but a better retail condition 
is reported and the turn to plainer 
shoe styles favors a big fall season. 
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Patent Leather Renewer 





























In response to an ever increasing demand we are now offering a con- 
venient two ounce bottle of Repco Patent Leather Renewer for home use. 


Repco Patent Leather Renewer is used for repairing, refreshing and 
refinishing patent and enamel leathers, black celluloid covered wood 
heels, rubbers, etc. It is easy to apply and gives a bright, jet black finish. 


Packed with a brush in individual cartons, one dozen to a container. 


Recommend this renewer to your customers. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York City a 
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“If My Horse Walked Like 
That, I’d Shoot Him” 


Fortunately, flat-foot seldom results in vio- 
lence. But it does create a good deal of un- 
pleasant attention and any amount of personal 
discomfort. It can be cured, however, and 
we are telling how to cure it with LYNCO 
Muscle-Building Arch Cushions. 


The story reached thousands of fallen arch 
victims last year and the inquiries that came 
pouring in resulted in sales and speedy relief 
for the sufferers. This year the LYNCO 
story will reach even more, for we have added 
the Saturday Evening Post to our large array 
of magazines. 


The cellular rubber cushion of LYNCO does 
what metal props could never do—it supports 
without discomfort and without hampering 
circulation or freedom of movement. Nature, 
with the aid of LYNCO, can effect a lasting 


cure. 


You do not have the trouble of making ad- 
justments when you sell LYNCOS. 


Write for our dealer proposition. 


KLEISTONE RUBBER CO. , Inc. 
207 Cutler Street, Warren, R. 1, U.S. A. 


Inco 


Muscle-Building Arch Cushions 
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Goodwin Fixtures 


Make Good Windows 

















The California “Three-Way” Table. An 
excellent fixture for the display of Shoes 
and Hosiery. Made of genuine American 
walnut—plain, or with dashes of color or 
gold striping, 16”—26”"”—-36”". $45.00. 


“Scenery” plays its part in today’s selling. 
Your windows will lift your store out of the 
rank and file if Goodwin Fixtures are used. 
Of distinctive design, fine construction and 
finish, they lend an atmosphere to any win- 
dow. Many styles at many prices are illus- 
trated in the catalog. 


‘Orn Orn C1 OO) BD 2 hu .'a @ Ohne fi rer 


Shoe Store Fixtures 
Store Designers and Store Builders 


WORCESTER, MASS. 
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WHERE TO BUY 
Men’s Shoes 





Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 














Richards & Brennan Co., Randolph, Mass. 





—< 


BOsTO Shoes for Men NIANS 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 














— 


“Che 


(or I Shoe 


FOR MEN 














HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 


E> 


(P).. A. PACKARD CRARDCO., Makero 

















NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 


Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











ments. 
Saver Models. 


Zavitz’s New Shop 


Harry Zavitz, long prominent in retail shoe circles, as one of the original 
founders of an extensive chain system, retailing shoes at $5 and $6, has 
disposed of his interests in the chain and is devoting all his energies to 
his new retail store in Indianapolis. In this city he has secured an ideal 
location in the new Illinois Building at 19 West Market 
Zavits’s new Foot Saver Shop reflects the latest ideas in modern appoint- 
The show windows most alluringly display the smart new Foot 
Within, the rich furnishings, easy chairs, soft floor cover- 


Street. Mr. 


ings, all create an atmosphere of restfulness and exclusiveness, with little 


suggestion of commercialism. 


the keen merchandising foresight of Harry Zavitz. 


The new Foot Saver store is a credit to 


It has been a con- 


spicuous success from the opening day 








Warnshuis Visits Boston 


BostoN—E. Warnshuis, shoe buyer 
for Marshall Field & Co., was a recent 
visitor in this market. Mr. Warnhuis 
comes to this section to place orders 
about once a month. He says that 
plain pumps are such big numbers with 
him that he has been duplicating again 
and again on this pattern for the past 
two years, and today the plain pump 
type, both in the higher and lower 
heels, and in the Regent, as well as in 
the D’Orsay, in black patent leather, 
and in black satin, are stronger than 
when the vogue started some 24 months 
ago. He states that there are three 
types of shoes which have always been 
slower movers in Chicago than other 
types, namely, ties, open shanks, and 
sandals. “Open shanks are difficult 
shoes to fit, and the woman who buys a 
second pair is the exception,” he says. 
Mr. Warnhuis states that he is selling 
a few apple greens and a few lipstick, 
or Chinese red, shoes. As to white 
shoes, he thinks that the biggest call 
will be for all white shoes. He also 
states that while plain pumps with 
20/8 and 22/8 heels are an almost 
staple proposition with his store at the 
present time that the greatest volume 
of trade is done on the regular walking 
shoe _ types. 


Run Educational Ads 


DENVER (UTPS)—One of the most 
interesting and educational advertising 





campaigns ever inaugurated by a Den- 





ver shoe store is now in progress, in- 
stituted by the Nunn-Bush store. It 
extends over a period of eight weeks, 
and each week is devoted to the ex- 
ploitation of a step in the ss 
progress of the shoe. Newspa 
vertising synchronizes with mm od de 
plays, in which the phases of mant- 
facture are graphically shown. Eight 
attractive booklets have been got 
out, one for each week, which are in- 
closed with packages. 

“The campaign is proving most ef- 
fective,” said L. E. Bishop, manager 
of the store. “Not only are we real- 
izing actual sales on the strength of 
it, but many who stop at the window 
evidence their interest by coming into 
the store to make inquiries. It gives 
us opportunity to show and tell what 
is inside our shoe, and is making a dis- 
tinct impression.” 


Beal’s Quitting Business 


DENVER (UTPS)—Beal’s, quitti ng 
business because of the expiration of 
their lease and their inability to re- 
new it, are slashing prices merciless- 
ly. Every shoe on their second floor, 
enumerated at 5000 pairs, is being sold 
at $1 a pair. Original vales are rep- 
resented at $4, $5, and $6. Six hun- 
dred pairs of men’s shoes, valued at 
from $6 to $10, was thrown on the 
block at $3 a pair. Two thousand pairs 
of women’s shoes, sold originally at 54, 
$6, and $6, were sacrificed at $2.39. 
All the massacres in the West, it seems, 
are not over yet. 
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You Can’t Fool a Shoe Merchant 


Miss America trying on novelty footwear in the Nixon Booterie, 
Pittsburgh 


PITTSBURGH, Pa. (UTPS)—Not so 
very long ago, Miss Norma Smallwood, 
of Tulsa, Okla., winner of the last 
national beauty contest and hence 
known as Miss America, wandered 
into the Nixon Booterie, after having 
been in the city for five days without 
having been recognized. Ted Miller, 
the manager, however, recognized her 
and, having won her consent, staged 
a beautiful piece of publicity. The 
next day The Pittsburgh Press carried 


a news article about it on the first 
page and announced that Miss Amer- 
ica would meet all her admirers the 
following day (Saturday) at the boot- 
erie. The store was crowded, the street 
was jammed, and two or three police- 
men had a hard time regulating the 
traffic in and out. The management 
presented her with shoes and the 
crowd with applause. In return she 
presented Mr. Miller with an auto- 
graphed photograph. 








Women’s Summer-Weight 
Oxfords Being Offered 


LYNN—Lynn is moving along at a go- 
as-you-please pace, with something do- 
ing in mosteverything. Styles seem to 
be following no particular rule or rea- 
son. For new and interesting develop- 
ment, there are oxfords, the light kid, 
of low lines, for Summer, and the high 
front styles, dipped around the ankle 
bone, for Fall. Some will be eight eye- 
lets high. Sport oxfords, of course, are 
selling right along. Some of them are 
of buck, or suede leathers, with color 
trims, and “solid,” meaning that they 
have tips, foxings and saddles, instead 
of cut-outs and slashes. The combina- 
tion of white and black in oxfords is 
good. So are reptile effects in oxfords. 
One pattern firm says that oxfords 
and ties are its present leaders. Be- 
sides, there are the wide straps, the 
slim straps, step-ins and the buckle- 
trimmed shoes. Sandals are in high 
speed. 

New models of lasts show toes a 
trifle longer, and narrower. Vamps are 
up to three inches or more. Heels are 
in two ranges, one from 16/8 to 21/8, 
and the other from 12/8 to 14/8. A 
general thought is that heels are get- 
ting lower. The run on low-heeled 
= models may be responsible for 
this. 

Patent continues the leading leather. 
A number of shops are making from 
60 to 70 per cent patent leather shoes. 





Black satin is selling, too. Whites are 
in good demand. Tans are staple. 
One leading maker reports telegraphic 
orders for high colors, made of fine 
kid leathers, these orders coming 
chiefly from the South and the Coast. 
Suedes are much discussed, with con- 
sideration of the influence of sport 
hats of felt, and sport clothes trimmed 
with leather. 


Factory Sold at Auction 


NEw ORLEANS—The Lindenberg shoe 
factory, 2256 North Claiborne Avenue, 
owned by the estate of the late Henry 
Lindenberg, was sold at private auc- 
tion on the premises recently. A bid 
of $75,000 by G. S. Thompson of Bos- 


ton, Mass., representing an _ undis- 
closed principal, was the highest made 
for the building and machinery. The 
building, a one and three-story brick 
and corrugated iron structure on ap- 
proximately four and one-half lots, was 
bid in at $31,500 by Claude Smith and 
a Lewis, both of New Or- 
eans. 


London Shop Moved 


WASHINGTON, D. C.—The London 
Boot Shop has moved from 1704 Penn- 
sylvania Avenue to 1312 New York 
Avenue. The management will still be 
the same, but the name will be changed 
to The London Shop. Sam Asher is 
the owner and he will carry Bostonian 
shoes as heretofore. 


WHERE TO BUY 
Men’s Shoes 





HAND TAILORED’ 
HAND LASTED 


Bion F-REYNOLDs Coz, 
BROCKTON MASS. . 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 


Cziallce 


50 STYLES IN STOCK 
Ready for Delivery on the Dot 


EMERSON SHOE MFG. CO. 
Rockland, Mass, 




















WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


Makes a satisfactory, 
long-wearing, economical counter. 
Pulp Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 








The One 

Waterproof 

Leather That 

Takes and Re- 

tains a Polish 
CREESE & COOK CO. 

Tanneries at Danversport, 95 South St., Boston. Mass. 














Strong and Flexible 
Counter Board 
Made from 
Long Fiber 
-“ by 
The Sterling Fiber Board Co. 


Sales Office, 501 Fifth Avenue, 
New York 
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WHERE TO BUY 
Sorter, 

PARISTYLE FOOTWEAR MFG. CO., INC 

HIGH GRADE TURN MULES and D’ORSAYS 


Men’s & Women’s 
RED BLACK TAN & 
41-45 Washington Ave., Brooklyn, N. Y. 
Satins, Kids, Brocades and Fancy Patterns. 


Slippers 
The Quality 
wan Shoe Co., Baltimore, Md. 
sew York Office, Room 1116, 1328 B'way 
P $27.00 per doz. and Up. a 








Men's All Leather House Slippers 








turn; rubber hed; 
rights and lefts: 8 te 8. 
WM. SUMNER SMITH 
Chicago, tll. 
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NoveltySlipperCo. 
Makers of 
Boudoir Slippers of the 
Better Kind 
121-131 West 19th Street 
New York City 
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WHERE TO BUY 


Shoe Ornaments 


~~ a 





ZER BROT 
Newest Importations 
Cut Steel and Rhinestone 
SHOE 


Studded Heels — 
68W32ndSt.New 





New Educator Home 


The work of installing additional machinery in the plant of Rice & 
Hutchins, Inc., on Cotting Avenue, Marlboro, Mass., is going forward 


rapidly. 


When this has been completed, much better facilities for the 


manufacture of Educator shoes will be ‘provided than has been the case 
in the Main Street factory, recently sold. The latter building, which is 
located in the growing business district, is to be torn down to make way 


for a block of stores. 


The manufacture of junior misses’, misses’ and 


children’s Educator shoes will be carried on in the more modern factory 


on Cotting Avenue, a photograph of which is reproduced above. 


Delivery 


of orders will not be delayed, as the old factory will continue to operate 
until the new one is fully equipped to take over the entire production. 








Good Business Enjoyed 
by Boston Factories 


Boston—There is a decided improve- 
ment in the shoe manufacturing situa: 
tion in this section. The good weather 
and corresponding good trade in the re- 
tail shoe stores here and elsewhere 
have caused a demand for more foot- 
wear. Orders for immediate delivery, 
and Fall sampling are in volume. 

The call from the Middle West is 
largely for the lighter colors, with 
those from New York favoring black, 
while Boston stores are buying about 
50-50 on light and dark colors in 
women’s and children’s shoes. 

The largest demand in men’s shoes 
at the factories is on the tan shades. 
While black calf was the biggest seller 
in footwear for the masculine sex for 
the first three months of the year, the 
retail trade has now swung to buying 
tans. Recent calls in calf for men’s 
shoes are heavy on darker tans and 
browns. A leather that is now being 


freely sampled is in a new dark brown. 


shade of Scotch grain; it is already be- 
ing sold in two sizes of grain in three 
shades of tans, as well as black. 

White kid and gray kid are in active 
demand. One kid house recently took 
an order from a shoe manufacturer for 
75,000 feet of high grade kid- linings. 
Another tanner received a recent hurry- 
up call for 8000 feet of pastel parch- 


ment; this tanner reports that he is. 


also selling a goodly amount of stroller 
tan kid. 

Shoes shown in Boston sample rooms 
show many light colors. For instance, 
turquoise blue sandals, and blue patent 


leather pumps, with many white shoes; 


| call 





with pastel trims. In white, however, 
manufacturers report that the biggest 
is for the all white shoes. In 
blacks, the plain pump in patent leather 
and satin is a good seller. There is an 
increasing call for lower heels. 


Veteran Shoe Merchant 
Dies in Fresno, Cal. 


BostonN—Word has been received 

kere of the death in Fresno, Cal., of 
A. D. Olney, until recently a member 
of the firm of Olney & Jonsen, operat- 
ing a high grade shoe store there. Mr. 
Olney was 77 years old and at the time 
he retired from business, about two 
months ago, had spent 55 years in the 
retail shoe business. His wife died in 
1906. 
In 1889, after having spent 17 years 
in the retail shoe business in Peoria, 
Ill., Mr. Olney went to California on a 
pleasure trip. His liking for the coun- 
try, however, induced him to take up 
his residence there and he purchased 
an interest in the firm of Kirk & Olney. 
Later, Mr. Kirk took up other activi- 
ties and Mr. Jonsen became a member 
of the firm, the name being changed. 
Mr. Olney is survived by four children, 
A. €. Olney, president of a junior col- 
lege in Ross, Cal.; Miss Ruby J. Olney, 
society editor of the Fresno Republi- 
can; Walter H. Olney, vocalist, of 
Phoenix, Ariz., and Bernice L. Olney, 
teacher of English in the Fresno High 
School. 

Mr. Olney had been a reader of the 
Boot AND SHOE RECORDER since its first 
issue. 
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A i ii eel 


Velvet Bows for Pumps 
tit WHERE TO BUY 


Women’s Novelties 


6 8 Ee 





Patent Sandals & 
Sally Straps 

are selling now! See 

Samples at our ex- 

pense. 

Samuel Cohen Shoe Co 
72-82 Lincoln St. 

Boston, Mass. 





_Duane_Shoe @. 
$$E—D» WOMENS’ SPECIALTIES 
K€ mh) Latest Styles at 
wey Popular Prices 
red Always in Stock. . 
143 ST.-NEW YORK CITY 











- Se es ete ee meer oe | 





Among the present-day novelties for volume footwear are velvet ornaments 
of various kinds. The ones shown above are typical. They are attached sett eee er ere, 
to the throat of the pump by means of goring underneath the bow and come 


ina wide variety of pastel shades as well as the high colors WHERE TO BUY 
Ballet Slippers 


66 Per ee ree, 








Laird Store Rearranged | Gain in Production 


PITTSBURGH (UTPS) — Rearrange- WASHINGTON—Revorts of 990 manu- 
aed of the _ — rg 4 > A. | facturers, representing 1142 factories, 
Nathanson 0 e Lair oe Com- | to the Census Bureau show production 7 
pany, Liberty and Oliver Avenues, re- | of boots and shoes. March totaled LYONS AND COMPANY 
sulted in a very pleasing effect which | 31,119,859 pairs, compared with 27,- Logie — 
immediately strikes the observer as | 292,266 in February, 24,992,557 in fa nw fe 
combining hominess and comfort with | January, 29,928,240 in March, 1926, “Also Hard Toes 
attractiveness. | and 29,885,828 in March, 1925. Com- IN STOCK 

Mr. Nathanson grouved the long | parative figures for January-March Send for Samples 
leather upholstered benches into a very | show 83,404,682 pairs produced in 1927 122-124 Duane St. 
large square with isle spaces allowed | and 79,499,629 in the same 1926 period. Rew Nork NY 
for, and leaving an immense square March production included 8,492,722 
space in the center. This gives the pairs of men’s shoes (high and low 
customer plenty of opportunity to view cut, leather), 2,214,859 of boys’ shoes, B 
the display cases which he has attrac- | 10,341,822 of women’s shoes, 4,077,948 Improved 











ALLETS 
Turn, Vici Kid 
In Steck 


tively decorated to harmonize with the | of misses’ and children’s shoes, 2,459,- Soft Toe: Child's, $1.15: 
new arrangement, and at the same time | 494 of infants’ shoes, 226,726 of ath- gi25- Hard foe: Child's 
affords both ample room for the sales- | Jetic and sporting shoes (leather), 327,- | | Women’s $2.35. vie 
men and customers to move about with- | 997 of shoes with canvas, satin, and Also Better Grades Seventien Gt 


out confusion on the most crowded day | other fabric uppers, 308,351 of all- 134 W. B’wa 


Siow’ York 

of any rush season, and impresses the | Jeather slippers for house wear, 1,880,- | _Samelet_on Reauest__ Everyihing Ta _Silppers 

spaciousness and serving ability on the | 474 of part-leather slippers for house 

patrons, he believes. wear, and 790,176 of all other leather BALLET SLIPPERD.IN STOCK 

or part-leather footwear. an die: names ied 

B102 Bik. Glazed Kid, Seft Toe 
Child’s 6 to 11—$1.35 


Adler Going Abroad Will Remain in Haverhill Misses! iy, te 2— 1:40 
0 Ye ° 
New YorkK—Jesse Adler, president HAVERHILL—The Bourque Shoe Com- ~ Also tard Toes 


of the Adler Shoe Company, vice-presi- , SCHWARTZ & HERDER, Inc 
, pany, makers of women’s McKay nov- : , ha, - By 
dent of the N. S. R, A., and chairman elties, which last week announced plans eg yt A. - Philadelphia, Pa. 


They gh — style — to locate in Auburn, Me., have rescinded 
_ oa tute whi es | their action and = oe ae 

’ : continued here as during the past five 
study men’s footwear styles abroad. years. The company has effected an HAND TURNED, BLACK KID 


Zs. Adler has —_ ——— to ad- amicable agreement with the Shoe BALLET mange 
ress a meeting 0 erlin shoe mer- | Workers’ Protective Union whereby Women’s, $1.35: 


chants on June 1. He also will visit : : : : a Misses’, $1.30 ; 
certain price difficulties have been re Children’s” $1.35. 


London, Paris, Budapest and Venice. moved. The arrangement is declared Send for Mail orders prompt- 
Samples. ly attended to. 


by the firm to be a as one its &@ ROSENBERG SHOF CO. 
n agreement with their help has been 124 N. 3rd St., Philadelphia 
James E. Mercer Dead | 7. oiGed for one 
year. 


DENVER (UTPS)—Well known in 
the shoe industry, James E. Mercer, Douglas Store Moved oe Giath Steck: Get 
65 years old, former manager of the let Slip 
Western Shoe & Rubber Co., and a DayTON, OHIO (UTPS)—The W. L. ag 
resident of Denver for 17 years, died | Douglas Co. has moved its Dayton ti:3o | nn 
at Pasadena, Cal., of a paralytic stroke. | store into a — ws 14 North 1.15 pe. 
Mr. Mercer went to California about | Main Street. e new location is prac- 
two years ago for his health. He has | tically double in floor space that of the en ey 
a son living in Denver, J. D. Mercer. | former store, which will enable the New Yerk, N. ¥. 
He was buried at Glendale, Cal. company to carry a much larger stock. 
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WHERE TO BUY 


Heel Protectors 


eid 





A PROFIT MAKER 
to retail at 











WHERE TO BUY 
Children’s Shoes 





LAM” 
FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 











WHERE TO BUY 


Miscellaneous 





ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 








STUDY CHIRORODY 

















Three Classes of Styles 


LyNN—Harold K. Phifer, vice-presi- 
dent of the Wise Stores, Inc. gf New 
York, speaking at the third annual 
banquet of Daly’s Golden Rule ‘Shop 
crew, said there are three classes of 
styles in footwear, the plain, the fool- 
ish and the exquisite. e added that 
the exquisite styles will always sell in 
increasing volume. The banquet, a 
gala event, celebrated the third birth- 
day of the Golden Rule enterprise. It 
was attended by 600 employees, all 
stockholders, from the Lynn and Bev- 
erly shops, and clergymen, mayors, al- 
dermen and others. James Daly an- 
nounced that. production is at a high 
peak; and that additional factory space 
will soon be taken. 


7 





Yes! We Have None 
AVISO 





SOOT 


Do you know 
what this adver- 
tisement says? 
Neither do we, 
but it’s a safe 
bet that it has 
something to do 
with shoes. The 
story behind it 
is that the Sam- 
ple Shoe Store 
of McAllen, 
Tex., believes so 
firmly in news- 
paper advertis- 
ing that rather 
= miss a bet, 
they use ads in 

two languages. {Cw FOlo 
i one is in \ \2aRn Sauans 
panish for the 

benefit of the 1.45 1.95 2.45 
Mexican popula- 2.95 3.85 4.95 


tion rh 
CALLEN, TEX. 


CALZADO! 
CALZADO! 

GRAN VENTA 

DE APERTURA 
DEL 


seRona | 
SeRoRITA! 

Despecnese V6. mis 
‘ma. sattstede su 6c 
$20 ¥ ahorre! 

Nucstres erecdos son 

Dara las mas 

ventas ¥ las maores 














Production Gains Noted 
in Haverhill Factories 


HAVERHILL—Gradual recovery from 
the general dullness which marked the 
after-Easter trading period is reported 
in the local shoe and allied industries. 
The quick drop in production following 
the completion of Easter shoes was 
viewed with alarm in several sections, 
but new orders acknowledged this week 
have given new life to the local shoe 
plants. The business on summer-wear 
is not equal to that of other years, but 
as seasonal temperatures begin to pre- 
vail the outlet for whites and sports 
seems to be increasing. 

There is considerable cutting of white 
kid, and some calf and “elko” leathers 
are being used. 

Plainer patterns are notable here 
and the Fall and Winter samples reflect 
this new trend. The prevalence of 
blacks is less marked, although patent 
and satin slippers compose the entire 
output of several factories. The bet- 
ter grade turn factories are using col- 
ors with prominence, both in all-leather 
shoes and as trimming on white foot- 
wear. The sampling of new season’s 
shoes is progressing rapidly and the 
new numbers to come out about the 
Boston Style Show period are smart 
models, although away from the ex- 
treme novelties of recent seasons. 


Singular Run on Straps 


LyNN—“Patsy” Colella, of Colella & 
Leighton, says the recent production 
of strap and buckle shoes rose to 90 
per cent of the total output, and stayed 
there for several days, a singular cir- 
cumstance. The factory makes all the 
fine types—sandals, step-ins, oxfords 
and bow-trimmed shoes; but one day 
the buckle and strap patterns took the 
lead, and rose to the astonishing rec- 
ord of 90 per cent of the production. 
After a few days it settled back. to 
something like normal. Mr. Colella 
says he never has seen anything like 
it before, and mentions it to show the 
unexpected course that style will some- 
times take. 





O’Donnell Shoe Co. Takes 


Over Plant in Tennessee 


St. Paut, MInN.—The O’Donnell 
Shoe Company of St. Paul, Minn., has 
acquired the property, plant and 
equipment of -the shoe factory located 
at umboldt, Tenn. The factory, 
which has been closed down for about 
four months, will be put in immediate 
operation with J. O. Humbert as gen- 
eral manager. The office will be under 
the charge of E. F. Forslund, who has 
been for many years with the O’Don- 
nell Shoe Company’s organization in 
St. Paul, and F. W. Jones will be in 
charge of sales. 

The factory will be operated by the 
Thompson Shoe Company, the south- 
ern factory of the O’Donnell Shoe Coni- 
pany, and the executive force is al- 
ready at work preparatory to actual 
operations, which it is expected will 
begin by May 15. 

The plant acquired by the O’Donnell 
Shoe Company is one of the latest and 
most modern to have been erected in 
this country. The building is of con- 
crete, steel and brick construction and 
was especially designed and built for 
shoe factory purposes. It was con- 
structed during the fall of 1924 and 
equipped with the most modern ma- 
chinery, with a production capacity of 
1200 pairs a day. The plant will be 
devoted exclusively to the manufacture 
of men’s popular priced welt shoes. 

The factory in St. Paul, in which 
this grade has heretofore been made, 
will be utilized by the O’Donnell Shoe 
Company as additional facilities for 
the production of O’Donnell high grade 
shoes for men and to enlarge its ca- 
pacity for the production of the “Aris- 
tocrat” riding boot for men and women. 

All orders for its customers in the 
central, southern and eastern States 
will be shipped direct from Humboldt. 
Customers in the West and Northwest 
will be served from the St. Paul ware- 
house, where a complete stock will be 
carried. 


Shoe Concerns Moving 


NEw YorK—Due to the construc- 
tion of the new subway along Church 
Street and the razing of several build- 
ings in that vicinity, many shoe con- 
cerns in the wholesale district have 
been forced to seek new quarters. 
Among those who have leased space in 
the Barclay Building, 299 Broadway, 
corner of Duane Street, are Charles F. 
Lynch Shoe Company, Hine & Lynch 
Shoe Company, W. L. Douglas Shoe 
Company, Robinson-Bynon Shoe Com- 
pany, Century Shoe Company, Bob- 
Smart Shoe Company, Craddock-Terry 
Shoe Company, F. M. Hoyt Shoe Com- 
pany, United American Shoe Company 
and Central Shoe Company. 


To Start Lynn Branch 


LYNN—F. C. Meyer Co. of Brooklyn, 
has taken a factory in Lynn for mak- 
ing cartons and labels for the shoe 
trade. Edward C. Howard has re- 
signed as industrial secretary of the 
Lynn Chamber of Commerce to man- 
age the factory. 
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For soft, elongating, 
extremely flexible feet 


How often have you fitted, or 
thought you had a foot fitted to 
the queen’s taste, and then, when 
the wearer stood, found that the 
quarters bulged or stood away 
from the foot; or that with a very 
little effort, the wearer could lift 
her heel entirely out of the shoe. 


That is the kind of foot style 1959 
fits to perfection. The pump isn’t 
going to gape because the last pro- 
vides for the expansion that causes 


gaping. 


The heels aren’t going to slip, be- 
cause the throat to heel develop- 
ment insures their clinging. 


The foot cannot work forward, 
Style B1959—A black glazed kid front because the pump grasps the foot 
gore. 353 (three width combination) firmly back of the ball and through 
last. 14/8 covered Cuban heel, light the waist. 


weight Goodyear Welt. 
We do not recommend style 1959 


IN STOCK for all around fitting purposes. 

Widths AAAA to EEE We do recommend it when it 

Sizes 1 to 11 comes to fitting a foot that cannot 

: be fitted properly in makes or 

Price $5.50 types that ordinarily prove good 
fitters. 


If you are called upon to fit a 
“hard-to-fit” flexible foot, you can 
rely on style 1959. 


On the floor now in all sizes and 
widths. 





37 Canal St., Rochester, N. Y. 
Chicago Ofice: 189 W. Madison 8x. 
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Big Boy! 


Is growing daily in sales and looks like 


THE RECORD BREAKER 
“TO MAKE A SMART SHOE SMARTER” 





Cash in on a 
live one while 
the going is 
good. Easy to 
attach, it is a 
smart trim for 
your pumps 
and stepins. 


Made in all 
standard 
leathers with 
self or con- 
trasting trim. 








Per Doz. Pair 
$6.00 





ABE MANHEIMER & CO., Inc. 


St. Louis 


Cook Ave. at Taylor 
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BUCKLES 
are being used on the newest types of 
Footwear 


Design T-687-1 


- : Size % Inch 
Sizes %-%-% Inch 4 ° 


i te 
oF itis 
err Sizes %4-%-™% Inch 


214 
Sizes %-%-%4-% Inch The 
“Elite” line 
is very complete. 
Manufacturers are invited to write us direct 
for free samples. 


NORTH & JUDD MFC. CO. 
NEW BRITAIN, CONN. 


Sizes %-% Inch 














| GET 

| READY 
for the 
SUMMER 


BLANCO 


the Pioneer 
AND THE LEADER 
of the CAKE DRESSINGS 
No. 99—WHITE 


No. 95—WEB (SAGE-GREEN) 
No. 96—KHAKI 


IN STOCK—ALUMINUM BOXED 
AND REFILLS 


Laing, Harrar & Chamberlin 


43 N. 3rd St., Philadelphia 
SOLE DISTRIBUTORS FOR U. S. A. 








$2.50 


per day starts the rates at the 
popular Hotel Martinique. Thou- 
sands of discriminating visitors to 


New York 


regularly enjoy the comfortable 
accommodations, splendid food 
and the greatest 


Convenience 


offered by the Martinique — a 
modern, fire-proof hotel situated 
in the very heart of the big city. 
A cordial 


Weleome 


awaits every visitor to New York 
who expects and receives—“the 
best without extravagance” at 
the Hotel Martinique. 


A. E. SINGLETON, Res. Mgr. 


HOTEL MARTINIQUE 


Affiliated with Hotel McAlpin 
BROADWAY, 32nd to 33rd STREETS 
NEW YORK CITY 
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Meeting Seating Problems 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churchesstands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied tomake Amer- 
ican Interlocking Shoe Store Chairs a 


vital business building factorin yourstore. \ = 


The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste . . . and shopping is made 
pleasant. “American” Chairs, beautiful 
in finish and design, add this touch of 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 
partment for seating ideas. Our helpful 


“New Styles in 32-page book, “New Styles in Shop 
Shop Seating”’ 
Helpful nanabook for 


the modernshoe store 
owner or manager. 


Seating”, also free to interested owners 
and managers. Write for a copy today. 


American Geating Company 


1016 Lytton Building 


Chicago, Illinois 


Branch Offices 
New York: R-601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. 
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Boston: R. 302-69 Canal 8t. 
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One of our many new 
style creations for early 


fall. 








Brown kid, trimmed with Hunt 
Rankin’s Japelle Calf. 
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See These Smart Sellers 


HOTEL PENNSYLVANIA 
MAY 23, 24, 25 


During the fashion promenade of the Shoe Manu- 
facturers’ Board of Trade of New York, Inc., the 
famous Littleway Styles and Fashion Welts will 
be displayed at 


HOTEL PENNSYLVANIA—ROOM 321 


This line will greatly appeal to the leading Main Street Merchants who seek originality 
in design—quality—and is one which assures quick turnover at excellent profits. 


In Attendance to Welcome you— 
FRED W. SMALL 
ANDREW P.MURPHY CHARLES A. GLEASON 


WISE & COOPER SHOE COMPANY 


AUBURN, MAINE 


Manufacturers of Littleway Styles and Fashion Welts 
BOSTON OFFICE: 1410 Metropolitan Building, 260 Tremont Street 








out. 


1508 Washington Ave., ST. LOUIS, MO. 
Novelty Findings 





IMMEDIATE steady demand for Greeley Boudoirs— 
DELIVERY ’ the sensible, everyday slipper which we 


No. 810 

This bow is made with With leather or rubber heels 
Folded Ed through- : af 
be = . Try your jobber first—and 
Doz. Pr. if he cannot supply you— 


Patent and White 
Kid Combination. $7.20 
All White Kid.. 


No. 810 
% Actual Size All Patent..... 


LINCOLN STORE SUPPLIES COMPANY 


a A Boudoir Buy ~™ 


Almost any merchant can build up a 


carry in-stock for immediate delivery. 
In black or colored kid. 


write us. 
7.20 
5.40 Deliveries At Once 


A. W. GREELEY 
“{@ 12 Duncan Street - - - Haverhill, Mass. qo 
nca aver ss e8 








WrAY 











“The Belvedere Hotel Henry Lilly Company 


48th Street, West of Broadway, New York City SHOE AUCTIONEERS AND 


Times Square’s Finest Hotel 
Within convenient 


walking distance to important 
re ae 110 DUANE STREET 


450 Reoms—450 Baths 


Bvery Room an Outside Room—With Twe Large Windows 
ee * a ee NEW YORK, N. » & 
Large Double Rooms, Twin Beds, Bath, $6.00 per day Trade Sales 


Special Weekly Rates 


Furnished or Unfurnished Suites with serving pantries, $95 te $150 
per Month 





COMMISSION MERCHANTS 
NOW AT 


EVERY WEDNESDAY and FRIDAY 
LONG ESTABLISHED 
PROMPT AND RELIABLE SERVICE 
CONSIGNMENTS MAY BE SENT AT ANY TIME 
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706 in Tan Calf 

707 in Black Calf 
705 in Patent Colt 
719 in Black Kid 


A, 7 to 11; B, 6 to 11; 
C, D, 5 to 11 


$5.00 











THE RIVAL 


THIS IS SUMMERWEIGHT WEATHER 
ORDER THEM TODAY 


TH E All styles illustrated are 


IN STOCK. Don’t miss 
your share of this ever 
increasing business on 
these warm weather ox- 


fords. 





701 in Black Calf 
702 in Tan Calf 


A, 7 to 11; B, 6 to 11; 
Cc. & 5 wm ii 


$5.00 





This entire group of 


seven styles may also 


be had “‘unbranded.”” 











THE BOYLSTON 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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‘Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 

4c per word. Minimum Charge 75c. 
LINES WANTED 

4c per word. Minimum Charge 75c. 
ALL OTHERS 

7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 


twelve words must 


each word of their 








Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


When advertisers desire answers to come in our care 
vertisers desire replies forwarded direct to their address 


vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


be allowed for address. When ad- 


address must be counted in the ad- 




















SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 

















SALESMEN WANTED 


Shoe manufacturer making a Branded Line of Women’s Welts from A to EEE 
has several openings at present. Very attractive proposition will be offered to 
right men. Give all information about yourself in first letter. Address C-815, 
207 South St., Boston, Mass. 
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“Are You the Right 
Man” 


Mid-West factory with city shoe- 
making, making both a full line of 
women’s novelty welts and an arch 
feature line, newly organized to 
carry shoes in a specialty way to 
large centers, needs a,man for mid- 
dle section of the country who has 
the entree to large retailers. Must 
be experienced in selling shoes. An 
unusual future for the right man. 
Write details of experience and ref- 
erences. Address C-811, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMEN WANTED 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Arkansas, Colorado, 
Georgia, Indiana, Iowa, Louisiana, 
Utah, Minnesota, Montana, North 
Dakota, Ohio, Texas. A complete 
line of women’s medium-priced 
real hot novelties all in stock. Ref- 
erences must accompany applica- j 
tions. Liberal commission, and | 
wonderful opportunity for right ( 
men. / 
Address Key No. C-798, care Boot j 
and Shoe Recorder, 207 South St., a 

Boston, Mass. / 


fiw s009 09 s9 eee ~~ toe ree: 
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SALESMEN WANTED 


Old established company located in middle 3600 manufacturing a high class line of 


men’s snappy dress welts to retail from $5.00 to 

We want only capable men with an established trade. Attention will be given only 
those who give full particulars regarding their present and past business connections and 
volume of sales. All replies held strictly confidential. Address C-814, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 

















S ALESMAN for Iowa and Nebraska. Line 
of children’s and Misses’ Kesco Turns and 
Stitchdowns; commission basis. Address THE 
KEPNER-SCOTT SHOE CO., Orwigsburg, 


RARE OPPORTUNITYWe are changing 
representatives in the following States in 
which we have established trade—Ohio, New 


ersey, Minnesota, North and South Dakota. 

‘ant men to carry our line of In-Stock leather 
house slippers as side line. Must live on ter- 
ritory and cover same close by auto. Give full 
tenes in first letter. No drawing account. 

eekly settlements against orders received. 
Twenty men now successfully selling line. 
Easiest selling commodity in shoe game today. 
MAID-RITE CORP. (Manufacturers), 
York St., Brooklyn, New York. 





ALESMAN for West Virginia. Travel by 

auto. _Welts, Stitchdowns, McKays, Leg- 
fing, Prefer man ae pi in the State. 
AGERSTOWN SHOE & LEGGING CO., 
Hagerstown, Md. 





ALESMAN WANTED—Man to carry a 
very snappy line of low priced ladies’ nov- 
elty shoes as side line. Up to the minute pat- 
terns and very attractive prices. Strictly 5 
pr cent commissions. erritory—Virginia 
ennsylvania, Michigan, Indiana, [Illinois and 
Southern States. ddress C-791, care Boot 
= Shoe Recorder, 207 South St., Boston. 
Mass. 


Pa. 


W ANTED-— Salesman to sell a line of Nov- 
elty McKays to the $6.00 retailer. Wonder- 
ful line for man who can produce volume busi- 
ness, either on straight commission or salary , 
and expenses. Give full experience in first let- 
ter and references. Address C-808, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 


EAL OPPORTUNITY—Side line salesmen 

to carry short and complete line of semi- 
dress Turn comfort shoes. e have over 3,000 
accounts in all States. In-Stock Department. 
Liberal commission, including mail orders; ter- 
ritory to be divided into States or group of 
States. Name line carried in first letter. Ad- 
dress C-809, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


W ANTED-—Salesman that can produce in 

Texas and Oklahoma. Fast selling line of 
medium priced men’s welts. Give full details 
in first letter—especially references. ye 
PIEKENBROCK & SONS COMPANY, Du- 
buque, Towa. 











SALESMEN WANTED 


The manufacturers of a popular line of 
BRANDED stitchdowns, popular priced 
and IN STOCK and backed by direct to 
dealer advertising, have open territory 
in New York, New Jersey, Kentucky, 
Tennessee, Texas, Washington, Montana, 
Idaho, Colorado, Arizona, New Mexico, 
Oklahoma and Virginia. Straight 7% 
commission, and no objection to a non- 
conflicting line. Address C-802, care 
Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 

















Merchants Shoe Com- 
pany of Boston 


wholesalers of novelty shoes for women, 
offers well qualified resident salesmen the 
opportunity to represent them on a liberal 
commission basis in the following ter- 
ritories—most of which are established: 
Ohio, parts of Michigan, North- 
ern New York, Western Pennsyl- 

the Northwestern States. 
Only men with a clean record and good 
standing who can command the respect 
of the better merchants need apply. 


Merchants Shoe Co. 
57 Lincoln St. 
Boston, Mass. 











Wis., Minn., Conn., Mass., Fla., 
Gulf, Mich., Ill., Kans., Neb., 
la., Mo., Ark., Wyo., Colo., N. M. 
Beautiful fast repeating side line infants’ 
flexible turns. 28 numbers—all in stock-—no 
unpacking—instant display on opening case. 
Straight 7% commission. References first letter. 
SCHUYLKILL SHOE CO. 
Orwigsburg, Pa. 

















WANTED~—Salesman to represent manufac- 
turer of house slippers with established trade 
in Texas and Oklahoma. Line unusually at- 
tractive and popular priced. Turns, Mules, 
DeOrseys and Pumps in Leather, Satin, 
and Fabric, soft and hard soles; liberal commis- 
sions; samples ready. Give all details in first 
letter. Address C-806, care Boot and Shoe 
Recorder, 70 Exchange St., Rochester, N. Y 





ROOKLYN manufacturer of ladies’ high 

grade turn novelties is desirous of placing 
a man for Middle West and one for Southern 
trade. A good proposition for responsible men. 
This concern is making beautiful and _ good 
shoes to retail at $10 me $12. C. & C. SHOE 
MFG. CO., 99 Myrtle Ave., Brooklyn, N. Y. 


WANTED experienced salesman who is will- 

ing to back his selling ability against the fu- 
ture of one of Milwaukee’s fastest selling lines 
of Men’s and Boys’ medium priced Dress Shoes, 
including our special feature Dry Sox-Kwilted 
Cushions-Arch Support and Industrial Shoes. 
Two Middle West territories available. F. 
MAYER SHOE COMPANY 
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SALESMEN WANTED 


ht peg with established trade 
to represent us in each of following terri- 
tories: Alabama, Colorado, Iowa and Nebraska, 
Michigan, Pennsylvania, Washington and Ore- 
gon. Line consists of fast selling women’s 
novelty McKays, priced at $3.50 to $4.85. Lib- 
eral commissions and wonderful proposition for 
men of proven ability. References must ac- 
company application, otherwise will not be 
considered. SHU-STILES, Inc., 1330 Wash- 
ington Ave., St. Louis, Mo. 








is & 
ERRITORIES of Kansas-Mississippi and 
[ennessee-Pennsylvania-Indiana, available to 
frst class wholesale shoe salesmen with records. 
To such we offer a real opportunity to build 
trade on a line that has real trade building 
qualities. Strong proposition offered by well 
known shoe manufacturer. Address C-810, care 
Boot and Shoe Recorder, 207 South St., Boston, 


Mass. 





GALESMEN WANTED—We want live wire 
salesmen covering Virginia, West Virginia, 
Kentucky, Tennessee, Alabama, Oklahoma, In- 
diana, Minnesota, Kansas, Nebraska, Iowa, and 
Missouri to carry a line of Men’s and Boys’ 
popular priced welts. This is an In-Stock line 
of about 35 samples. These may be carried in 
conjunction with any non-conflicting line. In- 
clude full particulars and references in first let- 
ter. Address G. P. CRAFTS CO., Manches- 


ter, N. 





THOROUGHLY experienced salesman for De- 
troit and Pittsburgh for Women’s and Chil- 
dren’s Novelty an staple line in stock. 
ECLIPSE SHOE CO., 154 Duane St., New 
York City. 








LINE WANTED 











I Am Not Afraid of Work 


I have had several years’ experience in 
the retail shoe business as salesman and 
manager. It is my ambition to get a 
good line of shoes to represent on the 
road. I am thirty years old and can 
give the best of references as to character 
and ability. Am not afraid of work and 
can meet any merchant and show my 
goods. Would prefer to cover North and 
South Carolina and surrounding territory. 
I know I can make good for some manu- 
facturer who will give me an opportunity 
to work for him. 


Address C-804, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 














W ANTED-—Line of shoes for Virginia, West 
Virginia or North Carolina. Have had four 
years’ experience on the road. Address C-818, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





WouLDd like to hear from manufacturers of 
Ladies’ Novelties making a snappy line cf 
covered heels, up to the minute, $2.65 to 
$3.50, for Tennessee. Can furnish good ref- 
erences. In-stock preferred. Address C-813, 
care Boot and Shoe Recorder, 207 South St., 
Rostan, Mass. 





ANTED—A line of Infants, Children and 
" Growing Girls for West Tennessee. __Can fur- 
nish best of references. Address C-812, care 
Boot Fn Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








FOR RENT 


FOR RENT—Space for men’s and boys’ shoe 
' department in a popular priced, long estab- 
lished and progressive men’s and boys’ clothing 
and furnishing goods store in Buffalo, N. Y. 
For particulars address MILTON SHRODER, 
68 Seneca Street, Buffalo, N. Y. 








FOR RENT—Shoe department space on main 
floor, available July ist, in a 100% location, 
arcade front, island displays. Concern estab- 
lished fifteen years now enlarging store. Write 
ROY GLASS, care GLASS’ SMART SHOP, 
117-121 East Second St., Muscatine, Iowa. 


HELP WANTED 











| WINDOW DISPLAY 
| DIRECTOR 


for 


CHAIN SHOE STORES 


First of all a PRACTICAL 
man who knows the ME- 
CHANICS of reproducing 
| display material and purchas- 
| ing accessories, etc., inexpen- 

sively; secondly, an ARTIST 
who knows where to buy the 
unconventional and _ smart; 
| thirdly, an experienced man 
| whose work with high-class 
| specialty stores, department 

stores, etc., proves his ability 

unquestionably. Not a job 
| for a novice, but wonderful 
| opportunity for the right man. 
| State age, experience, religion, 
| and salary expected. 





} Address C-816, 
Care Boot & Shoe Recorder, 





239 West 39th St., New York, N. Y. 








FOR SALE 


E are giving up our line of fine French 

made, imported shoe buckles. Drastic re- 
ductions of prices are made in order to clear 
our actual stock in the shortest possible time. 
Samples can be inspected from 9 to 12—1 to 
5 p.m. Address CASA ANCHORENA, INC., 
97 Water St., Room 603, New York, N. Y. 











MERCHANT NEEDS 








ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
WILL GET IT. WE WILL 

FOR YOU. — 
W. E. FOLLIS ADVERTISING SERVICE 
159 N. STATE STREET CHICAGO 

















EMPLOYMENT SERVICE 








A thoroughly organized service, highly 
pecialized o: blished te assist the 
empleyer to find the trained office, sales or 
factory executive. Alse to help qualified 
men and women lecate the particular pesi- 
tien they 
Confidential service te employers without charge! 
PETERS EMPLOYMENT SERVICE 
31 State St., Boston, Mass. 

Congress 2870 


























BUSINESS OPPORTUNITY 








DISCOURAGED? 


Is your old established business 
| going to the new stores? Your 
| stock heavy and your bills pressing? 
| Your front and store is out of date. 
|; Let Phoenix experts put on a sale 
| that sentiment prevents you from 
doing. A sale that will help you 
| pay your bills and clean out your 
undesirable shoes. A service that 
| helps to economically remodel your 
front and store. A_ service that 
| budget controls your future buying. 
Write for particulars. 


PHOENIX SALES SERVICE CO. 
Box 826, Columbus, Ohio. 


| 





MERCHANT NEEDS 
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POSITION WANTED 


SHOE SALESMAN and Show Card Writer 
desires connection with good live Shoe or 
Department Store where the latter ability will 
be utilized; prefers northern Indiana or Illi- 
nois. Address C-803, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








OSIERY BUYER available now for posi- 

tion in New York. Young executive who 
knows what, where, and how to buy and mer- 
chandise. Fifteen years’ experience with lead- 
ing jobber. Some chain store knowledge. Ex- 
cellent record and references. Address C-805, 
care Boot and Shoe Recorder, 239 W. 39th St., 
New York. 


POSITION WANTED by Shoe Store or De- 
partment Executive. Twelve years’ experi- 
ence—as manager the past six. Familiar with 
buying, selling, advertising and handling help. 
Apply C-807, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








MAN with 18 years’ experience “in stock de- 
partment” (8 years manager), now open 
for position. Complete knowledge stock record 
system, catalogs, correspondence and selling of 
jobs, samples, odd lots, etc. Best references. 
Available in one week. Address C-817, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


THIS COMPLETE SHOE SET 


ae le Finishes: Wal- 
offer ever made or ral. 
by any fixture @ mediate 
heuse. m 


F.0.B. Pittsburgh, Pa 


Send for catalogue. 


This Outfit Consists of the 
Following 


(All shoe tops adjustable) 
Round pedestals 


Double top shoe stands 24”. 
Double top shoe stands 18”. 
Double top shoe stands 12”. 
Heel rests 


Complete 24 pieces 


Additional Shoe Stands 
All sizes 12”-18"-24"—$1.50 each. 


Additional Oval Slabs 
9x18—$1.50 12x26—$2.00 each 


Cohen & Nathan Company 


1108 Fifth Avenue 
Pittsburgh Pennsylvania 


Ohad ted ted 
— > mm 0a ce te to 
=~Acococone 
asessous 
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MERCHANT NEEDS 








MERCHANT NEEDS End: 





































THE big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, shown 
above, will deliver satisfactory 
service over a period of many 
years. Investigate our free 
seating service. 
Heyuced-Yakefield | 


Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 

Philadelphia,Pa.; St.Louis 


»Mo.; Port- 


, Oregon; San Francisco, Calif, 























This Silent Salesman 
Will Help You Sell Shoes 





The Front and Back of 
a Good Shee Mirror 
Portable mirror, made of the best plate glass, 
mounted in an all-metal] frame, finished in 
mahogany. a, 18”x14”". 
ce. 





THE CHICAGO WIRE CHAIR COMPANY 
612 No, La Salle St., Chicago, Ill. 
































—WINDOW 
DISPLAY FIXTURES 


SEGALLé SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG, 














NOW to 
weVNaSsatt 


at Leng Beach Lf. 
S tom — 
Just 40 minutes from New York by train 


THE POARDWALK 1S GLORIOUS 
THE ArRIS LADEN WH HEAWH 
THE HOfEI_1s A PLEASANT TREAT 
Sea Baths “ Music? Dancing 
Festive Week-Bnds 
Room Plus ‘ood ~ Only #8 per Day 
OPEN ALL YEAR 


TELE PRONE - LONG BEACH ICO 
Henry H.Gerard — /Varegirg Directer 
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Recorder Ads 
Attract 
Good 
Men 


& Edgewood Shoe Factories of 

Atlanta, Ga., write us as fol- 
lows: “Our last ad (in the 
Boot and Shoe Recorder) for 
national salesmen brought us 
the most representative applica- 
tions we have ever received. 
From them we have practically 

& filled our requirements.” 


Recorder Classified Advs. Carry 
Far and Hit Hard! 
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GLASS EYES 
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i made for 40 years | Im daily 
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4 ventors. are 4 
: reside 
23 Sa Made in all styles | IM jorati 
= J to suit any shelving ploy 1! 
——| oa condition. increa: 
2 om) I 
—*- - Get our price before tion by 
4 | placing your order E aed 
aaa 7 
B oa re Milbradt severa. 
=| Manufacturing Co. | jm ™>¢ 


2416 No. 10th Street | fm °ane 


ST. LOUIS, MO. |[B airs 





























GLASS EYES 


For Bunny and Kit- 
ten 
and other decorative 
purposes. 
G. SCHOEPFER® 
16-18 West 36th St., 
New York, N. Y. 





KITTEN EYES 

















WANTED TO PURCHASE 













HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 


off your hands. Wire or phone us. 
lence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 
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CASH PAID 


for entire shoe stocks or surplus stocks o 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 
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Endicott-Johnson to Erect 
New Five-Story Building 


ENnpiIcoTT, N. Y.—Plans for the im- 
mediate construction at Johnson City, 
N. Y., of a new five-story brick and 
steel factory, which will increase the 
daily output of rubber-soled athletic 
and sports shoes by 25,000 pairs daily, 
are announced by George F. Johnson, 
president of the Endicott-Johnson Cor- 

ration. The new factory will em- 
ploy 1000 additional workmen, and will 
increase the Endicott Johnson produc- 
tion by $8,000,000 annually. 

The Endicott-Johnson Corporation 
entered the rubber manufacturing field 
several years ago in order to supply 
rubber soles and heels required in its 
jeather factories. The corporation is 
now turning out in excess of 100,000 
pairs daily of both rubber soles and 
heels, and is the second largest pro- 
ducer in the country. More recently it 

n the manufacture of rubber-bot- 
tomed athletic and sport shoes, and 
this phase of the business has now 

own to the point where aditional fac- 
tory facilities are required. The com- 
pany’s present rubber business employs 
700 workers and amounts to $7,000,000 
annually. 


Athletic Footwear Dept. 


CANTON, OHIO (UTPS)—The Wil- 
liam R. Zollinger Co., department 
store of Canton, opened a department 
for athletic footwear and other sport- 
ing goods in the basemert of the store, 
May 1. Ralph Coventry, who has had 
adozen years’ experience in merchan- 
dising athletic footwear, has _ been 
placed in charge of the department. 
Charles Zollinger. manager of the 
store, believes that there is a good 
opportunity for the department in 
Canton. 


Simon Opens New Store 


Dover, DEL.—A handsome new shoe 
store was opened here last Friday by 
M. Simon, under the name of Sherie’s 


Smart Footwear. The store is in ad- 
dition to Mr. Simon’s other store in 
Dover and is being managed by John 
E. Drizin. ‘Now, the people of Dover 
who appreciate fashion shoes will not 
be obliged to go to the cities to pur- 
chase them,” said Mr. Simon. The 
name Sherie was selected because that 
is the name of Mr. Simon’s baby. 


P. J. Marshall Dead 


MILWAUKEE, Wis.—Peter J. Mar- 
hall, founder and head of Marshall 


mecros., wholesale shoe dealers at 33 East 


uneau Avenue, Milwaukee, died at his 
home in Milwaukee on April 30. He 
iffered from heart disease which 
taused his death. Mr. Marshall was 
5 years old. He had a wide acquaint- 
lance among the shoe men of Wiscon- 
sin and Upper Michigan. 


William F. Cass 


SateM, Mass.—William F. Cass, for 
many years treasurer of Cass & Daly 
shoe Co. of Salem, Mass., died last 

ek, age 66 years, after a short ill- 
hess, Mr. Cass was at one time post- 
master of Salem. 





Wholesale Trade Declines 


‘RICHMOND, VA. (UTPS)—Sales of 
wholesale shoes in the Fifth Federal 
Reserve District declined in March, ac- 
cording to the April monthly review of 
business conditions iust issued by the 
Federal Reserve Bank of Richmond. In 
total sales during the first quarter of 
this year, sales of shoes exceeded sales 
by the same reporting firms during the 
first quarter of 1926. Stocks of shoes 
on hand in the reporting firms at the 
end of March, 1927, were larger than 
on March 31, 1926. Shoe stocks in- 
creased somewhat during March, ac- 
cording to the report. 


Levine Celebrates Birthday 


PITTSBURGH, Pa. (UTPS)—S. B. 
Levine, buyer for the Parisian Bootery, 
520 Wood Street, recently celebrated 
his birthday with a gathering at the 
store composed of employees and 
friends. 

Mr. Levine was presented with a 
number of gifts, coming from both his 
partner, S. B. Barack and the sales 
force. 

Mr. Levine would not make known 
his exact age, but inferred that it is 
“over sixteen and well under fifty.” 


New Kinney Store to Open 


RICHMOND, VA. (UTPS)—The G. R. 
Kinney Shoe Company, said to be the 
largest retail chain of men’s, women’s, 
and children’s shoe stores in the world, 
has just closed, through the real estate 
firm of Gordon E. Strause, a long-term 
lease on the store building at 7 East 
Broad Street, which location, for years, 
had been occupied by Quarles. Inc., 
— and dealers in men’s and boys’ 
shoes. 


Fontius Basement Enlarged 


DENVER (UTPS)—tThe  Fontius 
store, owing to the constantly increas- 
ing business in the basement, has been 
greatly enlarged, permitting the han- 
dling of capacity crowds. In keeping 
with a consistent policy of quality, 
good shoes are handled in this depart- 
ment, but lower in price than those 
sold on the main floor. 


Boards from Heels 


PORTSMOUTH, OHIO (UTPS)—Utiliz- 
ing the waste in the wooden heel de- 

artment, the Vulcan Last Co., of 

ortsmouth, announces that it has 
established a department to produce 
bread and meat boards from this waste. 
The department, which will employ ten 
men at the beginning, is expected to 
develop into a large department. The 
department is located in the company’s 
plant on Massie Street. 


Louis Ostrov Incorporates 


AKRON, OHIO (UTPS)—Papers have 
been filed with the Secretary of State 
chartering the Louis Ostrov Shoe Co., 
of Akron, with a capital stock of 5000 
shares of stock, no par value desig- 
nated, to deal in a full line of shoes, 
boots, and hosiery. The incorporators 
are Louis Ostrov, J. B. Huber, R. L. 
Brannan, H. W. Slabaugh, and J. P. 
Seiberling. 





Vogue Bootery, Superior, 
Extensively Remodeled 


SUPERIOR, W1s.—The Vogue Bootery, 
one of the leading retail shoe houses 
in this city, has recently remodeled 
and redecorated its store and built new 
display windows, which makes it one 
of the finest stores in this section. The 
store is located at 1120 Tower Avenue. 

It has three display windows, two on 
the sides and one in the center, and 
the store entrances are on either side 
of the center window. The windows 
are equipped to prevent frosting in 
winter. 

The main floor of the store is where 
the sales room is located, while a bal- 
cony in the rear of the building houses 
the offices, mail order department and 
rest rooms. 

The company was started under the 
name of the Sample Shoe Store, fifteen 
years ago, by the late Ralph Rothrock. 
In 1914, Fred Green, now manager of 
the Rothrock & Green shoe store at 
Fargo, N. D., bought an interest in the 
business and at the death of Mr. Roth- 
rock joined partnership with Frank C. 
Glover, who became the manager. 


“Thanks,” with Tea 


AusTIN, TEx. (UTPS)—The second 
anniversary of the French Boot Shop 
was celebrated with a one week 
“Thank You” event that was opened 
on May 2. During the week a special 
fashion showing was made, while tea 
was served to visitors from 4 to 5 
o’clock of the afternoons. 

Eight hundred pairs of the season’s 
smartest shoes were advertised as a 
special birthday gift to celebrate this 
occasion, as these shoes were reduced 
to $7.50, some of them having pre- 
viously sold for $12.50 per pair. 








STORE SUPPLIES 








Catalog 
Department 
Store 
Window 
Fixtures 





Catalog 
Shoe 
Window 
Display 
Fixtures 
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Check th 


ONKEN 


Catalog 
Shoe 























One You 
Want 


Our new 
catalogs 


We want your busi- 

ness on our new 

Display Fixtures. 

Fixtures that will 

make real salesmen 

of your show win- 

dows. 

Ist. Check the one 
you want. 

2nd. Pin to your let- 
terhead, 








3rd. And mail at 
once to— 


The Oscar Onken Co. 


G11 West 4th St., Cincinnati, 0. 














110 BOOT AND SHOE RECORDER May 14, 192 


The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoE REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industreis relating to shoes and leather, 
their production and distribution. 


In this Issue— 


SHOES AND CREDIT TO ANYONE By R. L. Prather 
Hunger for Outlets Feeds on In- 
competence. 


BUSINESS IGNORANCE IS CRIMINAL... By Alvan T. Simonds 


DIVIDENDS FROM STORE CONTESTS.. Dillingham Shoe Co. 
Free Publicity for a Week. 


How I Get My Dispiay IDEAS By H. H. Yaffe .. 
Merchandise, Color and Timeli- 
ness. 


THE VOICE OF THE RECORDER Opinions of the Editor 


DRESSING UP THE STORE (llustrated) .... 
What Progressive Merchants Are 
Doing. 


Wuat Is SELLING AT RETAIL By Recorder Correspondents... 
Fast Moving Numbers From All 
Parts of the Country. 


BROOKLYN TUGGING AT STYLE SHOW Preparations Completed 
CURTAIN: 02.00: 


WHo’s WHO ON THE ROAD By Helen M. Haney 
News of the Travelers. 
SHOE MERCHANTS NEWS Among the Retailers 
SHOE MARKET NEWS Among the Manufacturers 


OTHER REGULAR FEATURES. 
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Central Shoe Co., St. Louis, 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Clapp, Edwin, & Son, Inc., E. Weymouth, 


Cohen, Samuel, Shoe Co., Boston 


Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 
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Next Week 
you will find 
in the 
Boot and Shoe 


Recorder 


HOES VERSUS EVERYTHING. 

The competition that the shoe 
man is up against from his 
neighboring shoe man, but from the 
high-pressure selling articles rang- 
ing from electric refrigerators to 
wrist watches. We will show how 
a group of merchants in any town 
“an cooperate to their benefit in 
“getting more shoes sold right.” 


isn’t 


E pack inte a few words the 
series of high- 
lights on _ shoe merchandising 
methods. The mind cannot hold 
everything, and so we give it a first 
principle to fasten upon. 


second of a 


USINESS today is the profes- 

sion. It offers high adventure, 
the test of wits, brains, quick think- 
ing, and especially the glory of per- 
sonal achievement. There is more 
romance in accomplishment possible 
in business today than ever before. 
That’s the it takes 
brains and more rapid judgments to 
make a profit possible. That’s the 
reason why there wil! be less golf 
and less diversion this summer, and 
more application to business. 


reason more 
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BUSINESS PAPERS 


—spokesmen for industry 





SA 







RY? 


HE interpretation of the ethics and ideals of business 

and industry to the public,” said Gerard Swope, 
president of the General Electric Company, at the last 
Associated Business Papers Convention, ‘‘can have no 
better mouthpiece, can have no better spokesman, than the 
technical and business press.” 





GERAKD SWOPE 
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This publication you hold in your hand is a business paper. 
The publisher and his editors and advertising men are a 
part of the industry which they serve intimately, acquainted 
with the technical, professional, or trade practices and 
methods of that industry, or business or vocation. 

The editors pick out of the many phases of the flow of 
trade, news and policy trend in methods or machinery which 


will best serve the reader’s needs. The advertising pages 
7 are a huge many-leaved coupon on the editorial section. 
[ And above all, the paper as a whole seeks to express the 
higher purposes and objectives of the small and large busi- 
ness men it serves. 
For as Mr. Swope further said in his fine analysis of in- 
dustry responsibility in this same address: 


The A. B.P. is 2 non- “It isn’t necessary to be big to be successful, but it is 


ecetok + amr absolutely essential to be successful to be big. You can’t 


pledged themselves to : ” 
a working code of grow without that. 


practice in which the 
interests of the men of 
American industry, 
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subscribers, and 
honest advertising of 











